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g A Most Unpopular Contract 


What to Do About Income Disability Insurance? 
This Question Has Perplexed Nearly All Company 
Executives—And the End Is Not Yet. An Unofficial 
Survey by the American Life Convention Contributes 
Interesting Discussion to the Problem. 


Life Agents’ Calendar 


Day-by-Day Suggestions for the Month of August. 
Whole Life Is the Policy Recommended. An Article 
with Sample Advertising Copy on the Same Subject. 
Also a Sales Letter for Life Agents. 


q Concerning German Insurance 


Gerhard Hirschfeld Describes How Insurance Funds 
Are the Main Factors in Stabilizing Germany’s 
Chaotic Economic Situation, 


@ Protection for Editors 
A New Type of Policy Will Now Insure Publishers 


of Newspapers and Magazines Against Excess Losses 
Because of Errors or Libelous Articles in Their Pub- 
lications. It Is Described on Page 9. 
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KEYED TO PROSPERITY 


With establishment of the debt moratorium, eight hundred millions 
have been rele 1 to turn tne wheels of economic progress A new 
spirit motivates the mind and action of people in New Yor Chicag 
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Life underwriters who are keyed to the new prosperity and are 
fortunately situated with a life insurance organization equipped to 
enable them to supply the insuring public with the permanent, low cost 
protection it is seeking today, will obtain 100% results from their efforts 
in coming months 


National Life, S. of A. field men, equipped with attractive guar- 


anteed low-rate policy contracts, including retirement income, Accident 
and Health in combination with Life; annuities; juvenile policies; term 


expectancy and modified life; all standard forms at low cost, with total 


disability and double indemnity, are actually increasing their production 
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This Week: 


@ “Well, I hope so,” is the hackneyed but 
none the less sincere answer to that in- 
evitable query among Fire Agents: “Going 
to Los Angeles this year?” Ai list of the 
speakers who will address the annual con- 
vention of National Association of Insur- 
ance Agents is printed in the Fire Insurance 
section. 
* * * 

@ A beacon light on future business con- 
ditions gleams out of our monthly digest 
of forecasts from editors of publications in 
key industries. See page 15. 


* * * 


@ There was an era in advertising when 
smart practictioners maintained that the 
public would not read anything but the 
briefest copy. It is generally admitted that 
today people will read at most any reason- 
able length if the subject and copy is in- 
teresting to them. Read our suggestions 
for advertising Whole Life insurance to the 
general public. 


* * 


@ The fact that life insurance production 
for the first half of this year compares un- 
favorably with the same period in 1930 
has been viewed with alarm by casual 
thinkers. A sane analysis of the conditions 
leading to this situation is presented in 
the Life news section. 


Next Week: 


@ It has been truly said that periods of 
depression bring out the best that is in 
us, business-wise. A man or business who 
weathers the storm goes on to smooth 
waters with full sails and all flags flying. 
Such periods also produce new notables. 
E. S. Banks tells how a life agent’s career 
was launched in adversity and is rapidly 
rounding into success. 


* * > 


@ Some instructive sales pointers for Fire 
and Casualty agents will be found in the 
educational section. Also a multiple line 
presentation of news events of outstanding 
im portance. 





Green Pastures for Fire Agents 


pet now many of our best minds are concerned about 
the easy ability of industry to oversupply. Depressions 
are, on the whole, periods wherein consumers from one cause 
or another are unwilling or unable to make purchases on the 
basis to which they have been accustomed. Sometimes this 
withholding of buying power is based on fear of what the 
future has in store for them rather than on actual short- 
ness of cash or depletion in earning power. This mass state 
of mind is usually coincident with a transition period in a 
major industry or phase of commerce. Workers and capital 
in these businesses are thrown out of employment. Students 
of economy and savants project this influence into the future 
and into every other industry. Employer and employee in 
other lines with one accord tighten their purse strings, prac- 
tice rigid economy, hoard their money and quickly bring 
about the result which they most fear. Reasoning processes 
are neglected, and not until they are again functioning is 
progress made. Revivals are started in those industries 
whose leaders adopt new methods or revise their old ones. 
Patterning after these pioneers, other men recognize the 
cause and rebuilding is general. 

Economists show that basic factors of enterprise are now 
in key positions for such an advance. Sudden return to pros- 
perity cannot be looked for; it must be won against the grudg- 
ingly spent dollar. 

Fire insurance suffered because other business retrenched, 
and because values shrunk. It had not approached the limits 
of possible coverage. It should be in the favored class in re- 
vival if agents will adopt view points in their selling methods. 
Modern desire for complete protection has caused fire in- 
surance carriers to inaugurate new forms of coverage. They 
meet a real need and they have thus far been undersold. If 
every agent could truthfully say that he had made a proper 
canvass in his territory on such forms as use and occupancy, 
crop, rent, tornado, earthquake and aviation, to mention but 
a few, the expected loss in fire premiums would be more than 
offset by the new income from these lines. 


T. J. V.C. 





Published weekly by THe Spectator Company, 243 West 39th Street, New York City 





HARRY W. BARNARD, Second Vice-President 


ARTHUR L. J. SMITH, President LOUGHTON T. SMITH, Vice-Pres and Gen. Mgr. 
ROBERT W. BLAKE, Treasurer 


W. H. VALLAR, Secretary 


THOMAS J. V. CULLEN, Editor 
ROBERT W. SHEEHAN, Associate Editor FRANK ELLINGTON, Assistant Editor 
RALPH REED WOLFE, Field Editor LOUIS S. FISCHER, Associate Statistician 


NEW ENGLAND DEPARTMENT WESTERN DEPARTMENT SOUTHERN DEPARTMENT PACIFIC COAST DEPARTMENT 


Jack Tobin, Representative Fred B. Humphrey, Resident Vice-President William Thornton, Representative Meade C. Loving, Representative 
126 Milk Street, Boston, Mass. Insurance Exchange, Chicago 301 Mason Bldg., New Orleans, La. 923 Foreman Bldg. 
Telephone, Hancock 6278 Telephone, Wabash 0531 Telephone, Main 1097 Tth and Hill Sts., Los Angeles, Cal. 


Tues Spectator, established in 1868, is a weekly journal devoted to promoting Controlled by the United Business Publishers, Inc., 239 West 39th Street, New 
the best interests of trustworthy insurance of all kinds. The subscription price York City; Andrew C. Pearson, Chairman of the Board; Fritz J. Frank, President; 
for the United States, Canada and Mexico is Four Dollars, per annum, postage C. A. Musselman, Vice-President; Arnold Ik Davis, Secretary; Frederic C. Stevens, 
repaid; to all foreign countries in the Postal Union, Five Dollars. Treasurer. 


Copyright 1931, by The Spectator Company, New York 





THE statement of J. A. Beha, 
general manager of the Bureau 
of Casualty and Surety Under- 
writers, and chairman of the 
conference on acquisition costs for casualty insur- 
ance, that it is imperative that the chief executives 
of the companies see that the rules of the conference 
on acquisition and field supervision cost are en- 
forced is one of the outstanding features of the many 
important matters that at the present time occupy 
the attention of the insurance world. 

We believe it is safe to say that casualty and 
surety men in general—company executives, man- 
agers and agents—are in accord with Mr. Beha; 
that they realize the gravity of the situation and 
that it is necessary to the proper conduct of the cas- 
ualty and surety business that the function of 
controlling production costs rests with the companies 
through the conference. The head of a great organ- 
ization of agents recently informed a representative 
of THe Spectator that he was wholeheartedly in ac- 
cord with Mr. Beha’s statement. Other organiza- 
tion men and insurance company executives have ex- 
pressed themselves in the same fashion. 

The fact that the conference rules as to acquisi- 
tion costs are not being enforced the country over 
is well known. The question naturally arises if the 
rules themselves can or will be enforced. That they 
can not be is at least the opinion of certain execu- 
tive officers, officers who are perfectly in agreement 
with the basic principle that the executives must 
regulate the costs and that they, as representatives 
of the companies, must see to it that the conference 
rules adopted be enforced. 

The president of one of the leading companies ex- 
pressed himself fully and freely to a Spectator 
representative on this subject. His company has 
supported the rules, but he was emphatic in saying 
that he does not believe that the present rules are 
acceptable for the reason that they discriminate 
against the established companies in favor of the 
new companies and also that they provide for so 
many general agency appointments in the various 
States that the agency cost of the business, instead 
of being reduced, is actually increased, the result 
being that the rules fail to accomplish their pur- 
pose of lessening the acquisition costs. 


Are the Rules 
At Fault? 


This, of course, is a matter of opinion, but the 
same criticism has come also from other sources. 
With the hope of correcting the rules if they fail in 
their purpose a plan has been suggested by the presi- 
dent already referred to which, in its broad outlines, 
would establish separate rules for each State; pro- 
vide that the companies be required to file a list 
of agency appointments and rates of commissions 
with the acquisition cost conference and the State 


Editorial 





With the Editors 





insurance commissioner; that in each State cities 
be designated as general agency points and, or, 
locations for branch officers with each company 
having permission to have a general agency appoint- 
ment or a branch office at each such point; that 
no general agency appointment be made in any 
other city in the State with the exception that if a 
company cannot obtain satisfactory representation 
in such city it may make a general agency appoint- 
ment at some other city in the State, but in so doing 
shall forfeit the right to have subsequently a general 
agency or branch office in the designated city until 
the first agency has been cancelled; that designation 
of district or regional agency points shall be made 
in like manner, and that all other agents in the State 
be classified as local agents. 

One executive stated that the present rules will 
destroy the business if enforced, and he and others 
have stated that rather than reduce the commissions 
the direct effect of the present rules has been to in- 
crease them. 

The whole matter is a difficult and a complex one, 
but if the rules are not being enforced and if, as some 
assert, they cannot be enforced, it is a good thing to 
re-examine the rules themselves and see if in their 
present form they are best adapted to meet and cor- 
rect the situation. 


* * * 


ELSEWHERE in this issue, 

Insurance as On Gerhard Herschfeld, discuss- 
Economic Stabilizer ing the critical economic situ- 

ation in Germany, tells of how 
German industries, businesses and home building 
have been bolstered only by the funds which the in- 
surance carriers and the savings banks have avail- 
able for investment. He further explains that due 
to the predominance of social and government insur- 
ance in Germany, the role of savior has been as- 
sumed chiefly by such types of insurors. 

The funds of American insurance companies like- 
wise bulwark our staple industries and are probably 
the greatest single factor contributing to home build- 
ing and the maintenance of farms. It is the privately 
owned carriers, however, which perform such ser- 
vices in this country, and it is easy to see that they 
make a much better job of it. The protection which 
our giant corporations and prosperous individuals 
voluntarily purchase greatly exceeds the income 
which can be gleaned from taxing the public indis- 
criminately for the support of various compulsory 
insurance schemes. In addition, the American sys- 
tem, by its avoidance of doles and extensive govern- 
mental aid, inspires the people with an initiative and 
ambition that sets them to work earning their own 
protection. 
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ASELIVE THIRDPARTY SMOKES 





N amusing story recently appeared 
F & my favorite morning tabloid 
concerning an actor who is much in de- 
mand as master of ceremonies among 
his fellow artists. His ready wit and 
perfect poise have rapidly been gaining 
wide recognition and two vaudevillians 
were discussing his qualifications. 
“You gotta hand it to him,” said the 
first speaker, “he’s a mighty smart 
boy. Well read and all that.” “Oh, I 
don’t know,” cynicked the second. “To 
me he’s not so hot—and well read on 
Variety and Zit’s.” “You gottim 
wrong, you gottim wrong,” expostu- 
lated number one. “He’s a great Sat- 
urday Evening Post man, too.” 

of * * 

ELL, I am a great Liberty man, 

personally. In fact, I like to 
page through all the mags although it 
costs me something, I can tell you, 
emersed as I am in a most disturbing 
environment of Trinity culture and 
Fordham erudition. But speaking of 
Liberty, that popular national weekly, 
as some of you may know, runs a pic- 
ture serial cover. This series started 
with two characters known as Lil and 
Sandy and it has followed their adven- 
tures ever since the days of their court- 
ship some years ago until the present 
time when they are the proud parents of 
two offspring—a girl of seven and a boy 
two years old, I hasten to add by way 
of proving my competency as a life in- 
surance reporter. Whether you like 
the pictures or not, they are seen each 
week by millions of readers. 


* * 


ND now, having made a_ short 
Fw sufficiently long, I may say 
that the point of all this Sandy and 
Lil lore is that the Pop has bought a 
five thousand dollar policy for Lil and 
in the August 1 issue of the magazine 
this policy is spread all over a four 
color cover with the delighted faces of 
the owners telling the world that they 
think life insurance is a great thing. 

x * * 

NSIDE the magazine the cover is 

treated in a literary way and each 
week fond readers may follow in more 


letail and through intriguing dialogue 


the adventures of the principals. Here 
ve learn, under the caption, “Good 
Policy,” that the occasion marks a 
wedding anniversary; that Sandy ex- 
ects to add to the purchase each year 
nd that Lil is very happy with her 
resent. “Just what I needed,” she 
iid with truth. I. A. C. men—our 
anks to Mr. Leslie Thrasher? 
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SOUTHERN friend 
A ago asked me to 
taste some splendid corn liquor he had 
brought back with him from a trip to 
his native State, Georgia. He served it 
in the form of punch in which there 
seemed to be all sorts of other things 
and the taste was splendid. We all 
remarked how mild it was and one per- 
son in particular, as he kept refilling 
his glass, indignantly asked how any- 
one could want to drink intoxicating 
liquors when such a delightful and in- 
nocous beverage might be had. I be- 
lieve he felt differently on the subject 
I’m sure I did. 
that I have long re- 
against corn liquor. 


some years 


his home to 


the following morning. 
But because of 
tained a prejudice 


of a 


ET I read with interest an article 
on “Making Corn Liquor in 


Georgia” in the July number of the 
Ounce of Prevention, the monthly house 
organ of the Hooper-Holmes Bureau, 
Inc. The corn liquor maker, I find, is 
as a rule unreliable, irresponsible and 
lazy. Corn meal, sugar and molasses 
appear to be the basic materials re- 
quired and the process by which the 
liquor is made, the way the ingredients 
are procured and the kind of places 
usually selected for the distillery are 
described in an interesting fashion. 
The ardent prohibitionist will be glad 
to learn that for the fiscal year ended 
June 30, 1930, the Federal Government 
prohibition enforcement agents seized 
2,098 stills in Georgia in addition to 
more than three million gallons of 
mash, and 47,000 gallons of corn liquor. 
=. & = 

HE writer of this 
himself entirely to such phases of 
the subject. He does not say anything 
about the effect upon the human sys- 
few drinks of the finished 
product. He does not explain how it 
can taste so mild and delicious when 
mixed with other things and yet result 
in ordinarily sane persons suddenly 
doing strange and_ startling things 
which are very difficult to explain to 


old friends and near relatives. 
oe a of 


article confines 


tem of a 


chemistry. 
put into 


AM quite 

Perhaps it 
the possibly harmless corn liquor that 
made the sample my friend brought 
back so disastrous. I never asked him 
what he did put in. I did not want to 
know but I always suspected it was 
nitroglycerine, TNT, dynamite, arsenic, 
cyanide of potassium, carbolic acid, bi- 
chloride of mercury, poison ivy, and a 
few other things of a like nature. 


ignorant of 


was what he 





r the current issue of the Jnsurance 
Advocate, “Observer” came out of 
his corner with a rush and let fly a 
series of well-aimed jabs and hooks at 
that most sacred and sensitive institu- 
tion—the commissionership of insur- 
ance—and aimed them, moreover, with 
particular intensity, at that holiest of 
the holy, the superintendency of insur- 
ance of the great Empire State of New 
York. “Observer,” if we know our 
man, has been around quite a while, 
and we suspect that he has grown fed 
up with that familiar Astor menu, 
which any New York insurancce man 
can recite by heart, and the equally 
immutable address from the superin- 
tendent which is served up with the 
demi-tasse and cigars. Undue expos- 
ure to a routine of that sort begins to 
get a man, just as the relentless march- 
ing rhythm finally burned up the British 
soldier in the poem “Boots.” 


* * * 


O N a scorching hot day, with a col- 
umn to fill and no smile for a 
parasol, one might as well take it out on 
the commissioners. Not that they’ve 
been committing any heinous crimes of 
late, except for a trifling display of 
over-inquisitiveness, but just, as the fel- 
low said who struck his brand new 
bride, for nothing. 
aK * * 

HIEFLY, what ails the insurance 
[; these United 
States may be summed up in three com- 
plaints. First, they are insufficiently 
paid; second, their tenure of office is 
too brief, and finally, they are recruited 
mainly from the ranks of politicians. 


commissioners of 


* * * 


? Y heaeet commissioners are poorly 
paid they are tempted either to 
dispense special favors in the directior 
of interests which can reward them 
with a better position or to strut their 
brief hour with an unbecoming swag- 
ger because they have under their 
trumb men who are bigger than they. 
In point of the second complaint, ex- 
perience has shown that under the 
spoils system, a commissioner no sooner 
gets the hang of his job than he is 
whisked out of office to make way for 
a greenhorn, who has to learn his in- 
surance ABC’s all over again. Finally, 
while I personally dislike the implied 
reproof in the usual connotation of the 
word “politician” (for it is an honor- 
able thing to serve the State), we all 
know that the electorate is fickle and 
that what the “peepul” want is not al- 
ways what is good for, or due them. 





Insurance as a Stabilizer in Germany's 
Chaotic Situation 


By GERHARD HIRSCHFELD 


LL reports indicate that the Ger- 
man social insurance branch is 


in the doldrums. Now, what 

they term “social insurance” in Ger- 
many, must not be compared with the 
term as used and applied in the United 
States. It goes actually far beyond the 
American conception of “social insur- 
ance” and covers sickness, accident, 
disability, old age and unemployment 
insurance, naturally, not for the 
German people as a whole but for the 
employees and workmen for which the 
above coverages are compulsory under 
the law. It is not the purpose of this 
discussion to explain the workings of 
German social insurance; suffice to say 
that there are millions of people who 
are benefited by a very generous law, 
so many, in fact, that a powerful and 
quite expensive government branch had 
to be created to take care of all the 
applicants. It may be added that this 
protection has found such wide re- 
sponse from the people outside of the 
workmen’s and employees’ ranks that, 
aside from the government, a large 
private social insurance branch estab- 
lished itself to do business with widows 
and artists, older women, lawyers, pro- 
fessionals, independent business men 
and so on. 
In view 
situation 


of the critical economic 
in Germany, people try to 
make the most out of the insurance 
benefits. There are more applicants 
for unemployment insurance than there 
were ever before. No wonder, 
the number of unemployed is 


since 
today 


THE AUTHOR of this article 
is a German journalist and 
economist who writes with- 
out bias and according to 
the facts at his disposal. 
THE SPECTATOR believes 
his article will prove a timely 
help to a better understand- 
ing of the crisis in Germany. 


* * * 


larger than at any time before and 
runs close to 5,000,000. Again, the 
poverty of the people by and large is 
one reason why insurance premiums 
show a decided decline, and this—quite 
naturally—tends to aggravate the 
plight of German insurance companies. 
Although the premium rates are con- 
tinuously increased, the fact remains 
that economic misery and widespread 
social distress make it ever harder for 
the insurance carriers to keep up with 
their obligations. 

In spite of this dark outlook which 
is anything but encouraging, it is in- 
teresting to observe that the German 
social insurance branch as a whole is 
quite a stabilizing factor in the midst 
of despair and poverty. It is true that 
the deficit of the entire branch amounts 
to something like 20 billion marks. 
This, at the rate of exchange of 4.20 
marks to the dollar, would be less than 


Mr. Hirschfeld describes how Germany 


relies on her social 


insurance funds to 


bulwark her impoverished industries. 


x*k * 


In America, the vast resources of private 

insurance enterprises are, and will continue 

to be, a stay to industry and a spur to 
individual enterprise. 






5 billion dollars. But considering that 
the purchasing value of mark and dol- 
lar, respectively, are not that far apart 
but may be conservatively figured at 2 
marks for the dollar, it would be 
sounder practice to equalize the 20 
billion mark deficit at something like 
10 billion dollars. This, no doubt, is 
a tremendous deficit. But let us take 
a look at the other side of the fence. 
There is disability insurance, for in- 
stance. Its expenditure exceeds its in- 
come by about 150 million marks or, 
comparing the relative purchasing 
value, 75 million dollars. Notwith- 
standing this deficit, the net holdings 
of the insurance carriers amounted at 
the end of 1930 to about 1,630 million 
marks. Not less than 75 per cent of 
this figure is definitely invested with 
the banks. The same, proportionately 
speaking, is true of most of the other 
insurance branches. Almost without 
exception they present red-ink-balance- 
sheets at the end of each year, yet, 
their resources play an important part 
in the German program of reconstruc- 
tion. 

And there you are! Apparently, 
there are two sides to the financial 
structure of social insurance. One is 
the balance between income and expen- 
diture, and this balance is conspicuous 
by its absence, at least in Germany. 
And there is the financial power as 
reflected in former earnings and sur- 
pluses, in resources and so on. It is 
the latter on which we want to con- 
centrate in this little discussion. 

It is known that the federal govern- 
ment in Germany mingles with busi- 
ness to a considerably greater extent 
than is true of the White House in 
Washington, D. C. This government 
interference is not only due to a desire 
for larger revenue although the gov- 
ernment-operated railroads, for  in- 
stance, formed until very recently one 
of the most profitable and highest 
revenue-yielding enterprises in Ger- 
many. It was largely caused by the 
urgent need for credits. The agricul- 
ture was in dire need of financial sup- 
port; public utilities could not carry on 
without government help, the unem- 
ployed threatened to turn Communist 
unless they got some kind of sub- 
sistence from the government, etc. 


(Concluded on page 41) 
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Most Unpopular Contract 


Replies to Questionnaire Sent to A. L. | 
C. Members by Judge Byron K. 
Elliott Suggest Remedial Measures 


IFE insurance companies are almost 
L unanimously dissatisfied with the 
present form and_ experience 
with income disability. This is indicated 
by the replies of 111 life insurance 
companies members of the American 
Life Convention in reporting their 
views on income disability in answer 
to a questionnaire recently sent them 
by Judge Byron K. Elliott, manager and 
general counsel of the convention. 

All but seven of the companies an- 
swering the questionnaire expressed 
dissatisfaction with income disability 
under present conditions and many 
made suggestions which they believe 
would result in improvement. However, 
the survey showed that not all of these 
companies favored the complete discon- 
tinuance of the benefit, but eighty-six 
companies, or 77 per cent of those -an- 
swering, advanced the opinion that 
perhaps the best solution of the prob- 
lems arising from the writing of this 
benefit would be its elimination. 


Review of Situation 


The survey is not an official expres- 
sion of the American Life Convention, 
but merely a review of the current 
situation as to income disability based 
on the experience and opinions of those 
companies that replied to the question- 
naire. The results of the survey are 
being sent to the members of the Amer- 
ican Life Convention on that basis for 
their information. 

Upon the question of complete elimi- 
nation of the income disability benefit 
the difference of opinion was distributed 
among large and small companies and 
had no relation to size. Nor did the 
fact that a number of the companies 
have health and accident departments 
indicate any uniformity of opinion 
among those particular companies. 
Some of those favoring the elimination 
of the benefit conditioned this action 
upon such a step being generally 
adopted by companies. 

Many of the companies favoring the 
elimination of the benefit also were 
willing to indicate a second choice if 
this drastic step was not taken. Of 
these 69, or 73 per cent, favored a re- 
duction of the amount of benefit from 
$10 to $5 per $1,000 of life insurance. 
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On the question of extending the pe- 
riod required for presumptive perma- 
nency to six months, 70 per cent of the 
companies favored this step, and of the 
companies so voting nearly 10 per cent 
are now operating with a six months 
clause. A twelve months clause was 
favored by 17 per cent of the companies, 
while 13 per cent expressed satisfaction 
with the four months clause now in use 
by most companies. One company sug- 
gests a nine month clause. 


Presumption of Permanency 


One of the provisions forced upon a 
great many companies by the adoption 
of standard provisions was the pre- 
sumption of permanency after a period 
of total disability had existed for a 
given number of months—not less than 
four or more than twelve months. It is 
interesting to note that 57 per cent of 
the companies answering the question- 
naire voted in favor of the elimination 
of this presumption of permanency. 

A plan of terminating the annuity 
benefits at age 60 or 65 years had been 
much discussed this year. On this point 
56 per cent of the companies voted for 
the termination of the monthly pay- 
ments at age 60 years; 17 per cent at 
age 65, 2 per cent at age 55 and 26 per 
cent voted for the payment of a life in- 
come as at present provided. 

It is interesting to note that only 
thirteen companies are of the opinion 
that stricter underwriting will eliminate 
the losses on disability. 

A number of companies held the 
opinion that stricter underwriting was 
not the solution because the effects of 
underwriting could not be projected 
sufficiently far into the life of the con- 
tract. A large number of companies 
also emphasized the necessity of coop- 
eration between companies upon a 
given risk and the handling of claims 
thereon. A substantial number of com- 
panies favored a definite restriction in 
writing this coverage to ages under 50 
or 55 years. Other companies sug- 
gested that all payments of income 
benefits should stop at age 60 or 65, 
and that the benefit should be sold in 
combination with an old age annuity. 

A considerable number of companies 
feared the effects of a more adverse 
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selection if present rates are raised. 
Others stated that stricter underwriting 
and settlement of claims would bring 
more trouble and dissatisfaction than 
the benefit could do good. There was a 
strong doubt among some companies 
as to the value of an increased period 
for the presumption of permanency be- 
cause the long and continuous cases and 
not the short ones resulted in loss. 

One company favored the limiting of 
the income disability benefit to “con- 
finement to bed, house or hospital.” 

Another company expressed the be- 
lief that the reduction of the benefit 
from $10 to $5 per $1000 of insurance 
would be a half-way proposition—only 
eliminating part of the loss and retain- 
ing very little sales value. 

On the question of stricter under- 
writing a company said it may help 
“but the application of the clause by 
the courts will cover situations not in- 
tended.” 

“Writing of benefit should be so re- 
stricted as to make it unattractive to 
public and agent alike” still another 
company suggested. 

Other suggestions were: 

“Companies should have the cour- 
age to deny payment to a claimant who 
is not entitled to disability benefits un- 
der the policy, even though the result 
might be a loss of some new business.” 


Maximum Amounts Urged 


“Applications should contain ques- 
tions concerning total amount applied 
for and carried in all companies.” 

“Difficulty is not so much the fre- 
quency of claims as it is their inten- 
sity. There must be not only a total 
limit, based on earned income, but there 
should also be a further maximum 
amount beyond which all companies 
combined will not go, regardless of 
what the earned income is.” 

“We would strenuously oppose the 
elimination of the income disability 
benefit by regulation of any sort. We 
favor being allowed to attend to our 
own business in our own way so long as 
we conform to all legal requirements. 
It is a matter for each company to de- 
termine individually.” 

“The clause should have a provision 
for pro-rated payments up to a certain 
amount under all policies carried by the 
insured, similar to fire policies.” 

“We think it would be preferable to 
eliminate the benefit altogether rather 
than to cease payments at age 60 or 65 
because there is a definite need for total 
disability benefit payments so long as 
a man lives and remains totally dis- 
abled.” 

“The benefit must be eliminated. 
restrictions are mere palliatives.” 


All 








George E. Lackey, 
President, 
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Leon Gilbert Simon, 
Past President, 
Life 
Underwriters 
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SOME 


OF THE 


HEADLINERS 


OF THE 


N. A. L. U. 


Members who Will Play An 


Active Part in the Pittsburgh 
Convention 





Cw 


yes of the officers of the National 
“’ Association of Life Underwriters 
whose names have been prominently 
mentioned as candidates for the presi- 
dency of the National Association. 
George E. Lackey has just completed a 
hard year of self-sacrificing work and 
will doubtless welcome relief from the 
arduous duties of the office. Mr. Storer 
and Mr. Thompson are officially in line 
for nomination. Both Mr. McNamara 
and Mr. Simon have been boomed by the 
New York Association, while Mr. Riehle 
has been widely indorsed, having re- 
ceived the backing of about thirty local 


associations. 





Elbert Storer, 
Vice-President, 
National 
Association 
of 
Life 
Underwriters 
(Bankers of lowa) 


Theodore C. Riehle, 


Chairman, 
Million Dollar 
Round Table 

of the 
rh he 


(Equitable of U.S.A.) 
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Vetropolitan Life) ow (Guardian Life) 


THE SPECTATOR 
July 30, 1931 











Even Publishers May Now Get Protection 


A New Type of Policy Issued by the Employers 
Reinsurance Corp. Covers Excess Losses Because 
of Errors or Libelous Articles in Their Publications 


MONG the many swords of Da- 
A mocles that seem always sus- 
pended over the heads of writers 
and publishers is that of libel. An edi- 
torial writer on a famous New York 
daily once referred to a well known 
college professor as having “bats in his 
belfry.” As I recall the result the pro- 
fessor received $10,000 from the own- 
ers of the newspaper. 
Funk & Wagnall’s New Standard Dic- 
tionary defines libel (in law) as follows: 
“(1) A false publication, without jus- 
tification or lawful excuse, expressed 
either in print or in writing, or by signs, 
pictures, or other fixed representation 
to the eye, tending to injure the mem- 
ory of one dead, or the reputation of 
one alive, and expose him to public 
hatred, contempt, or ridicule, or which 
causes him to be shunned or avoided or 
has a tendency to injure him in his oc- 
cupation or business. A libel is a 
ground for a civil action, but when ma- 
licious it is an indictable offense. In 
a civil action, the truth of the libel, 
privilege, or justification (fair com- 
ment), are good defenses, and in certain 
jurisdictions the consequences may be 
avoided in newspaper libels by a suf- 
ficient apology. Truth is not prima 
a good defense in a criminal 
action for libel, but is so as far as is 
prescribed by statute.” 


facie 


Protection Needed 


It naturally seems that here lies a 


field where protection against loss could 
be guaranteed by an insurance com- 
pany and a few months ago the em- 
plovers Reinsurance Corporation, of 


Kansas City, began issuing an excess 
libel policy, the purpose of which is to 
‘d such protection to periodicals and 
tr publications as well as to news- 
rs. I understand that the Em- 
ers Reinsurance Corporation is the 
originator of this type of insurance. 
yone who is interested in reading 
the fles of almost any American news- 
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paper of a half century ago will won- 
der if there was anythig on the statute 
books at that time regarding libel. The 
things that one newspaper said about 
the proprietor of another and what a 
supporter of a political party had to say 
about the candidates of the opposition 
party would make the modern news- 
paper writer gasp with horror and de- 
light. No one escaped and practically 
nothing was left unsaid. In that re- 
spect times have changed, but one only 
has to read the daily news to find that 
libel suits are today constantly being 
brought against publishers. 

The Employers Reinsurance Corpora- 
tion states that some time ago a well 
known publisher asked if it would be 
willing to write an excess policy which 
would insure him against large losses 
on account of libelous articles and 
errors. The company believed that libe! 
represented a real insurable interest. 
It decided to issue the policy requested 
and also to offer similar insurance to 
other publications. 


Errors and Libelous Articles 


To use its own definition, it evolved 
a policy which is designed to protect 
publishers against the innumerable 
errors which are bound to creep into 
the newspaper industry. Losses on ac- 
count of malicious statements are not 
excluded from the policy conditions but, 
the company believes, errors constitute 
the real hazard. 

The Employers Reinsurance Corpora- 
tion limits its activities to reinsurance 
and excess insurance and does not 1s- 
sue direct or full cover policies, so its 
libel policy gives excess coverage de- 
signed to protect publishers against 
loss in excess of a moderate mount, 
which is retained at the risk of the 
publisher. The company believes that 
the cost of a full cover libel policy 
would be prohibitive and not warranted 
by actual conditions. The libel policies 
it issues are as follows: 


Proposal (1) Where the publication 
pays the first $2,500 of any one loss the 
company will pay all loss in excess of 
that amount up to $50,000, with a $100,- 
000 maximum limit at a slight addi- 
tional premium cost. 

Proposal (2) Where the pubiication 
pays the first $1,000 of any one loss 
the company will pay all loss in excess 
of that amount up to $25,000. 

Proposal (3) Where the publication 
pays the first $500 of any one loss the 
company will pay all loss in excess of 
that amount up to $25,000. 

The conditions of the policy define 
“loss” as amounts actually paid to 
claimants in settlement of claims, 
which cover settlements out of court 
within the provisions of the policy or 
in satisfaction of judgments rendered. 
The policy provides that the assured 
shall conduct the defense in litigation 
and pay his own attorney’s fees in 
such litigation, although the company 
retains the right to participate in the 
defense at its own expense. The prem- 
iums are based on the average circula- 
tion of the publication. 

Although the company has proceeded 
cautiously in issuing its libel policies 
and has up to the present time con- 
fined its eff-rts to the smaller papers, 
it plans to issue such policies to some 
of the largest groups and individual 
publications in the country and states 
that it feels satisfied that the majority 
of publishers will shortly consider libel 
just as important as other insurance. 


Many Policyholders Already 


A recent list of policyholders issued 
by the corporation shows over seventy 
publications already carrying libel in- 
surance with it. 

Whether or not, as such business is 
further developed, other insurance com- 
panies will write direct or full cover 
libel policies remains to be seen. At 
all events insurance men will study the 
experience of the Employers in this 
field with great interest. 
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An Insurance Salesman’s 
A Day by Day Chart Plotted for the 





1 This month we 
suggest a certain 
coverage to em- 
phasize, but at the same 
time we offer you this 
slogan: “Sell a Policy.” 
Whole Life is the con- 
tract suggested. Its 
utility is universal. 











Monday morning! 
3 Getting an early 

start is a great 
idea, but first know 
where you are going. 
If you were busy in 
July there must be a 
half a dozen “pending” 
cases. Don’t neglect 
them. 


The Sales Letter 

appearing else- 

where in this issue 
of THE SPECTATOR 
should be in the mail 
by today. If you have 
not sent it out there is 
yet time. Such a pre- 
approach is often 
equivalent to an intro- 
duction. 





5 If you are work- 
ing in a town of 

under fifty thou- 
sand inhabitants it is 
pretty certain that you 
can afford a small news- 
paper ad. And don’t 
forget your insurance 
news story in that 


paper. 


6 For this’ entire 
month try this on 

your _ prospects: 
Don’t discuss the de- 
pression. More sales- 
men have done them- 
selves out of a commis- 
sion this way than you 
can possibly imagine. 


Read the _ obitu- 

aries each day. 

Read them with 
“an  imsurance’ eye.” 
There will be a dozen 
new prospects for a 
five or ten thousand 
policy whether or not 
the deceased was in- 
sured. Either condition 
will be a sales point. 





Agents who sell 
- Health and Acci- 

dent should find 
the first two weeks of 
August ripe for pros- 
pecting. As an example 
of this point, the writer 
was SOLD five H. & A. 
last week—and he had 
no intention of buying! 











] A great many 
failures in the 
life insurance 
business can be traced 
to the fact that they 
hated reading matter. 
Most successful agents 
will devour home office 
and insurance journal 
literature. Monday is 
a good day to check up. 


1 You should have 
called on every 
prospect who re- 
plied to your sales let- 
ter. The ones who did 
not reply can mostly 
be reached by phone. 
Ask for an _ appoint- 
ment. 


1? There may have 
been in your ex- 
perience many 
prospective clients who 
could advance logical 
objections against 
special contracts, but 
whole life is argument 
proof. Round out the 
coverage with it. 











Bad Luck usu- 
13 ally happens to 

people who be- 
lieve in Bad Luck. Sep- 
tember is a low water 
mark in life produc- 
tion. For some agents 
it will mark an _ in- 
crease. Get a few cases 
under way for those 
trying days. 





The money a 
l great many men 

spend for toys 
for their children would 
take care of a whole 
life policy which might 
serve any number of 
useful purposes in later 
life. Sell the young- 
sters and collect from 


Father. 





15 It is easy to 
suggest to oth- 


ers that “you 
work all day Satur- 
day,” but sometimes 
we don’t feel like work- 
ing all day. But if you 
choose your recreation 
associates carefully 
your next week’s work 
will be easier. 
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Calendar for August 


Cuidance of Life Insurance Agents 




















“Qld policyhold- 18 This tip is re- 19 Some of the ?() Speaking of 

17 xs give me 90 printed by re- more progres- women 'spend- 
per cent of my quest — for _ Sive mercantile ers, it might be 

now busines.” is a small-town agents. Be establishments will well to remind our- 

statement you can hear on good terms with the quote you some amaz- selves that there are a 

many times a year if high school principal ing statistics about how lot of women who also 

you are calling on life and he may allow you much of the average earn. And that they 
agents. Splendid! But to give the boys and earnings ng spent by are a discerning group 
what about new policy- girls an insurance talk the Mrs. Be certain to when it comes to sav- 
beldess? Gosh. how 2 some nice Friday after- address an extra copy ing through life insur- 
hate prospecting! noon. The return might of your conservation ance. Solicit six wom- 
surprise you. literature to her. en prospects tomorrow. 

ye The last third Sunday is sup- Check through 
of the month is 22 posed to be a 24 your _— prospect 

ahead of you. day of rest, but file and _ shoot 

Use a part of this day how many of us make out a last letter on 

to get accurate produc- it a day of real hard whole life benefits. Fol- 

tion figures for the work, what with read- low up with.a telephone | 
first three weeks and if ing ninety or so pages call and arrange as 
they do not measure of the Sunday papers. many definite appoint- 
up, then lay plans for Why not take home a ments as you can. 
an intensive six days’ couple of life sales ar- Then keep them to the 
work next week. ticles ? minute. 

25 One special pol- Plans for Sep- y. The monthly § Although 
icy which should y tember produc- 7 calendar for ye America is the 
be mentioned tion should be September, to- most heavily in- 

here is the Educational formulated now. Have gether with sales letter sured nation on earth, 

Endowment. Football your prospect file as and other production it is surprising to find 

Fans will be looking complete as_ possible aids, is published in to- how many heads of 

forward to next and segregate a special day’s SPECTATOR. “Read families have no life 

month’s sport news. list of prospects for ‘em and Reap’—profits insurance at all. While 

Remind a chosen few one certain coverage. for your account. Pre- there is one such indi- 

that their own boys This plan is a time- pare a newspaper ad vidual in your territory 

should be assured of saver and a money- for Saturday or Sun- you are not working 
college benefits. maker. day publication. hard enough. 








. Two final chores 
are due today. 


First, a perma- 


29 Competition, as 
you have long 
since discov- 
ered, has been hard 
this year. The average 
man is saving-minded. 
Talk investment value 
with your’ insurance 
ales story. Ask the 
rospect to show a bet- 
er record of stability 
han life insurance. 


nent record of how 
much _ business was 
written and paid for 
and secondly, how much 
which you figured on 
failed to materialize. 
The latter may yet be 
obtained sometime in 








September. 
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Songwriters Must 


Be Discerning 


@ They have to be shrewd and 
well versed in human na- 
ture to be successful. They 
play on our weaknessses 
and flatter our vanities. 


@ Take that fellow who wrote 
the words for “Please Don’t 
Talk About Me When I’m 


Gone.” 


@ He must have been inspired 
by the plight of the man 
who refused to protect his 
wife and children through 
life insurance. 


@ But they will talk, mister, 
and they'll think about you 


—and think and _ think. 
What they will say and 
what they will think de- 


pends upon yourself. 


Line Those 
Clouds with 
a Coat of 


Silver 








h @Start now. A Whole Life 
Policy is the material you 
will need for the job. Your 


i brush will be the few cents 
a day that will have to be 
deposited. 


@ Whole Life Insurance is the 
cheapest form of perma- 
nent protection possible to 
obtain. Deposits continue 
throughout your lifetime 
but your equity grows 
through the same _ period 
and at the end of the road 
the funds can be made 
available to answer any 
number of contingencies. 


@ Let me tell you more about 
Whole Life. How it can be 
made the cornerstone of 
your insurance estate to be 
built up in coming years, 

| or how it can supplement 

and strengthen your present 
holdings. 


@ Write or telephone me if 
you are interested in per- 
manent protection and ap- 
preciate thoughtful service. 





SIGNATURE 
TELEPHONE ADDRESS 
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Two Sample Newspaper Ads 














MY WIFE 


come. 


Address 





JUST CHARGE IT TO 


Thousands of men pass on to their rewards 
with, in effect, these words on their lips. 
haps it is not kindly to recall that they did so, 
but neither was it a kindly thing to do. 


Life Insurance with a Whole Life policy as the 
basic property would have paid the doctor, the 
hospital and expenses incident to death—and 
supported the family in the long hard years to 


Don’t let it be said that you lived a man’s life 
but died as the gigolo lives. 


Signature 


Per- 


Telephone 














A Little Drastic as to Tone, Perhaps, But Insurance Needs Often Are Drastic Too. 


Selling a Basic Line of 


Life Insurance 


You Cannot Overburden Your Copy with False 
Ideas of Tact and Dignity in Advertising Whole 
Life. Show the Prospect a Flash of the Future 


IFE insurance, in its primary pur- 
pose, is essentially unselfish. Its 
basic mission is the protection of 

dependents, after the death of the 
breadwinner. In this day of advanced 
selling, millionaire producers’ clubs 
and a special policy for every contin- 
gency, a great many agents have lost 
sight of the fact that a large propor- 
tion of our citizens need protection first 
of all and that they are as yet unsold. 

To start out after an application 
for educational endowment and a mort- 
gage policy from a family man who 
has not first obtained a groundwork of 
Whole Life insurance—food and cloth- 


ing insurance—is like beginning to 
build a house by assembling on the 
vacant lot the necessary quantity of 


roofing material. Essential, to be sure, 
but first get the foundation ready and 
proceed from the ground up. 

Modern selling also has developed a 
choice lot of tact and wordage as ap- 
plied to life insurance needs. No one 
ever is going to die; there is no such 
thing as cost, and everyone with whom 


we come in contact is possessed of in- 
fallible business judgment. It must be 
sound sales psychology, because it 
works, but there are times when a cer- 
tain amount of plain, unvarnished truth 
and old-fashioned argument is neces- 
sary. You will find use for such often 
in either advertising or talking the ben- 
efits of Whole Life. It presupposes that 
men will die and that they are very 
likely to leave behind them dependents 
entirely or partially without means of 
support. 

Get this idea across to your pros- 
pect. Sugar coat it with the suppo- 
sition that he will accumulate more 
insurance in later years and that he 
may be a millionaire some day, if you 
must, but be certain that the first need 

-protection—is cared for first. 


JOINS MARYLAND LIFE 


BALTIMORE, July 25.—Hugh D. Shep- 
herd has been appointed general agent 
of the Maryland Life Insurance Com- 
pany at Wilmington, N. C. 
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Sales 
Letters 


F you have a 
letter writing 
problem, The 
Spectator offers 
you the services of 
a trained insurance 
sales letter writer. 
Send in your problem 
today. 


VERY now and then an aimless ar- 

gument breaks out among a group 
of life insurance salesmen concerning 
the age of insurance buyers among 
whom it is most profitable to work. 

In the light of modern selling trends 
the argument is ludicrous because the 
salesman who sells a man a plan of 
protection rather than a policy should 
be able to put over every policy bought 
over a period of years, according to the 
plan. That in itself will give, in one 
prospect, a number of “attained ages” 
at which the policies are issued—the 
applications may be signed over a 
period of twenty years, say, from ages 
twenty-five to forty-five. 

Right now there is a sizable group 
of newlyweds that offer a fertile field 
for cultivation with an eye to future 
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business. Our letter this week is of- 
fered as a sensible mail approach to use 
in preparing for an interview with a 
young married man whose prospects 
are such that you consider him a likely 
buyer of a _ schedule of insurance 
planned for additions over a period of 
several years. 

That schedule once sold, and the first 
policy delivered, there is every chance 
that the remaining policies planned to 
round out his protection will be bought 
as intended, from you, at the time 
designated, provided the young man’s 
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This Week: 


To N. ewlyweds 














income increases as he hopes. You 
have him sold and can keep him sold 
by occasional contact and reference to 
his original schedule. 

Some clients developed in this man- 
ner will prove exceptionally profitable, 
others moderately so, and some will be 
a complete flop. This is true of all 
your prospects. The point in selling 
the young man the idea of a planned 
schedule is obviously that it secures 
for you an inside track to every insur- 
ance purchase he makes as he matures 
and his income grows. 
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Buek passing is 


, 
Passe 








WwW 


Buck Passine and reinstatement of lapsed 
business make poor roommates. Regardless 
of where we may lay the blame for termina- 
tions, the only way to bring dead policies back 
to life is through close cooperation between 
Home Office and Field. No Home Office can 
ignore the reinstatement problem, pass the 
buck to the Agency Force, and get results. 
Consequently, buck passing has become out- 
moded as companies lead the way in showing 
their representatives how business can be 
kept on the books . . . with mutual advantage 
to Agent and insured. 


In The Union Central, for instance, a new and 
unusual plan for the reinstatement of policies 
lapsed in the last several years has been de- 
veloped. Only a few weeks old, this service 
is gathering momentum rapidly.  Policy- 
holders welcome it eagerly. One says, “Tt is 
the most generous plan I have encountered in 
all my experience with Life Insurance Com- 
panies.” Agents have found it an effective 
method of reclaiming commissions on busi- 
ness that has gone off the books. 


This is one more field in which The Union 
Central is taking a vigorous lead in showing 
its Agents the road to larger incomes. 


Vv 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


OF CINCINNATI 


Over OnE AND OnE-HALF BILLIONS IN FORCE 


Bigger—Yes! But Better—? 


The Peoria Life makes no pretentious claims on account of 
its size or age—although a company is distinctly out of the 
kindergarten class which has been in existence for twenty- 
three years and has 220 millions of insurance in force by the 
productive efforts of its own field staff, without absorption 
or merger of other companies 


The one fixed rule in the conduct of the Company’s 
affairs is that it shall never be excelled in the service 
rendered its agents and policyholders. 


A Peoria Life agent finds in his company connection the 
kind of intimate, helpful association that contributes to his 
fullest success. He is impressed with the stimulating agency 
program that arouses his most profitable activity. He is 
constantly reminded of .the Company’s sincere and sym- 
pathetic interest in his personal progress—an interest that 
does not stop with gocd wishes, but is expressed in the 
definite, practical type of cooperation that assures the 
success of an ambitious man 

Peoria Life agents everywhere testify with enthusiasm to 
the completeness of Peoria Life Service. They can’t help 
knowing that their Company is continuously exerting every 
effort to help them make good. 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 


























General Agent 
Contracts 


Available for 


General Insurance Firms 


In 
Ohio, Michigan and Indiana 


Write for Information 


Philadelphia Life Insurance 
Company 


111 NORTH BROAD STREET 
PHILADELPHIA, PA. 
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HOW'S BUSINESS 7 


TO BE NEXT MONTH 


CHARTED BY UNITED BUSINESS PUBLISHERS, Inc 


Sane FOUR ECONOMIC EX 
PERTS—EDITORS OF BUSINESS ISTINGUISHABLE signs of the long heralded industries are inclined to be rather sluggish, they are 
a a a ae revival in business begin to grow more dis- not without hope 
United Business Publishers, Inc. tinct. H ch of the revival. other than 
. e . inct. ow much of the revival, 

—HERE PRESENT A COMBINED pare iI tak q A t Commodity prices are moving in a somewhat more 

2 . 7 turt / aK Cc * 
OPINION ABOUT THE COURSE OF urther preparation, will take place during “August 'S_— tovizontal direction, with signs of strength in some 
BUSINESS DURING THE MONTH uncertain. Certainly the past few weeks have wit- items. This is indeed a hopeful sign that the long 
oF SUNSSE. GOVERESEST 40D nessed a material gain in favorable sentiment and, demoralizing liquidation has been practically com- 


OTHER RECORDS PROVIDE YOU WITH 


while it may be too soon to expect much in the way pleted. While there may be further recessions over 


HISTORY OF RECENT MONTHS. 
THIS BOARD OF EXPERTS DEALS oT visible returns from the moratorium, the leader- a iong term per od, temporary strength in commodity 
ONLY WITH THE FUTURE. THEIR ship taken by this country has had a very salutary Prices would go a long way in developing fortitude 
OPINIONS ARE BASED ON CLOSE effect and crystallizing plans and purchases. 
=a) wt 
CONTACT WITH THE MORE THAN 
. : abor Day, w f mber 7th - 

400,000 SUBSCRIBERS REACHED BY There is a distinct feeling, expressed in many quarters, po or _ gh one Septe nerd ye io ms 

‘ = : : other full week to what is nomina e Summer 
THEIR PUBLICATIONS IN FAR that there will be an upturn this Fall. Similar sea- : ns 7 


FLUNG FIELDS OF RETAILING AND 


season. While a continuance of favorable signs may 


sonal. expectations have been expressed during the be expected during August, it is felt that with the 














INDUSTRY. 
past two years, but there seems to be more tangible turn into Fall, and particularly by the middle of 
encouragement at present. Consumer goods continue September, improvement will be quite generally ap- 
to flow in considerable volume, and while the heavy parent 
THE COURSE OF BUSINESS FORECAST FOR AUGUST. 
BUSINESS SALES STOCKS COLLECTIONS COMMENTS 
Passenger cars 14% less, , 
trucks $% tees, than July Passenger car stocks about the same as July, Estimated sale of pas- 
AUTOMOTIVE and 4% and 5% less re- — higher Gon one and somewhat better senger cars in Aug., 
spectively than  Aug., — wg ™ ° ess than Aug., 1930. | 203,000, trucks 32,000. 
1930. os . 
Increase of 5% over July o 1 At last the public appears 
DEPARTMENT (less than normal) and Increase of 5% over July, No change from July or i Pp 
t 129 15% Aug., 1930. to believe that prices 
STORES 10% decrease from Aug., a. ia. a less ug. are “right.” 











Slightly less than July, 
HARDWARE and about on a par with 
Aug., 1930. 


About 5% less than July, 
and 10% less than Aug., 
1930. 








Should show some im- Recent developments 
provement over July, have imparted confidence 
but somewhat slower to trade sentiment. Out- 
than Aug., 1930. look for Fal! brighter. 








Lower in life, better in 
casualty, even in fire as 
INSURANCE compared with July, and 
better in all lines as com- 
pared with Aug., 1930. 





Definite signs of a res- 


Slightly better in all lines toration of confidence in 
over July, and over Aug., the immediate future 
1930. are found in reports re- 


cently received. 








About the same _ as 
JEWELRY July, but generally less 
than Aug., 1930. 


Much lower than July, 
and about the same or 
slightly less than Aug., 
1930. 





Slower than July, and August is normally a 
sectionally better; same slow month in the jewel- 
or slower than Aug., ry trade. 

1930. 











MACHINERY Steel industry grows con- 
fident that July marked 


METAL bottom of decline. Rate 
PRODUCTS of improvement still 
| highly speculative. Non- 

METALS ' ferrous markets con- 


tinue unsettled. 


Machine tool buying at 
low ebb, but sentiment 
for future considerably 
better. Equipment-buy- 
ing programs show re- 
newed interest, but or- 
ders are not as yet ma- 
terializing. 


Hope is the keynote of 
the situation, but there 
is little of definite char- 
acter on which to fore- 
cast. 








Plumbing same, or slight- 


PLUMBING ly better, heating about 

AND 5% imcrease over July, 

_ HEATING both lines much slower 
—_— than Aug., 1930. 


Little change in stocks 
from july, but lower 
than Aug., 1930. 


No change in collections Interest in new goods 
from July, or from Aug., and equipment by the 
1930. trade is livening up. 








Equal to July at clear- 
ance prices, and nation- 

SHOES ally about 5% better than 
Aug., 1930. 





Low point in Summer 
stocks will be reached. 
i fresher than Aug., 
1930. 


Collections no longer a 
problem, sales the im- 


portant thing. Average The outlook for August 
about same as Aug., is most encouraging. 
1930. 





THE SPECTATOR 
July 30, 1931 








16 


Sales 
Letters 


F you have a 
letter writing 
problem, The 
Spectator offers 
you the services of 

a trained insurance 
sales letter writer. 
Send in your problem 
today. 


F there is any one approach by corre- 

spondence that gets nowhere with 
me (Mr. Editor, please pardon the in- 
trusion of the first person singular in 
this opening paragraph) it is the pat- 
ently form letter that concludes “May 
I call on you?” or “Just return the en- 
closed card and I'll be pleased to call 
on you.” 

Whether we are getting anywhere or 
not, we are all busy. We are not writ- 
ing anyone to call on us to make us 
busier. And least of all is any man go- 
ing to invite a salesman to call and dis- 
cuss the most unwanted thing on earth 
—insurance. 

That is why all The Spectator’s 
Weekly Sales Letters have one thought 


in common. “I am calling on you.” 

This week that fact appears in the 
opening paragraph of our letter to the 
owner of an apartment house. Re- 
action of Tom Jefferson: “What does 
Brown want to talk about?” 

Paragraph Two does two things: 
First, subtly reminds him that he has 
already considered your judgment good. 
Second, interests him further: “How 
can he protect me beyond my invest- 
ment?” 

Third paragraph, put your figure 
lower than his actual rental income. 





This Week: 


Rental] L ncome 


















Reaction: “He’s right, but it’ll cost 
me $450 a month.” 

Fourth paragraph, an idea not new 
to you, but decidedly new to two-thirds 
of the men to whom you offer it. Re- 
action: “That’s worth looking into— 
if it doesn’t cost too much.” 

Closing paragraph. I am coming 
Tuesday, not “May I please come, dear 
friend?” 

The little added suggestion about 
questions may prove helpful—you know, 
as a salesman, how helpful it is to have 
a man inquire about your product. 
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Dr. Lee K. Frankel 
Dies in Paris 





Well Known Health Worker 
Claimed by Heart Trouble 
After Work in Europe 


Dr. Lee K. Frankel, second 
president of the Metropolitan Life In- 
surance Company, died suddenly in 
Paris last Saturday, following several 
weeks’ work studying European Social 
Insurance. He had been connected with 
the Metropolitan for about twenty- 
three years and was one of the fore- 
most authorities on health conservation 
work in the country. Dr. Frankel was 
in company with his wife and was 
spending a brief holiday in the French 
capital after having collaborated with 
James D. Craig, chief actuary, and 
Roderic Olzenden, of the Metropolitan 
Life, in a survey of insurance condi- 
tions in England and several countries 
of continental Europe. His body will 
be brought to New York for burial. 

Dr. Frankel was born in Philadelphia 
Aug. 13, 1867. He was educated in the 
public schools and the University of 
Pennsylvania, taking his B.S. degree 
in 1887 and his Ph.D. in 1891. He was 
an instructor in chemistry in the uni- 
versity from 1888 to 1893 and then was 
a consulting chemist in Philadelphia till 
1899, when he came to New York as 
manager of the United Hebrew Char- 
ities. In 1908 he became a social 
investigator for the Russell Sage Foun- 
dation, and the following year he be- 
came connected with the Metropolitan 
Life as manager of the industrial de- 
partment. He was elected second vice- 
president in 1924. 

For about thirty years Dr. Frankel 
held important positions in city, State 
and Federal commissions and in scien- 
tific and welfare organizations. Among 
Among the bodies in which he had held 
high offices are the American Public 
Health Association, the National As- 
sociation for the Study and Prevention 
of Tuberculosis, the National Confer- 
1ce of Jewish Charities, the New York 
State Conference of Charities and Cor- 

tions, the National Health Council, 

National Council on Social Work 

1 many others. 

le is survived by Mrs. Frankel, a 
ghter, Mrs. Richard Rafalsky, and 
mn, Lee K. Frankel, Jr., both of New 
k City. 


vice- 
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Dr. Lee K: Frankel 


Security Life Granted 
Injunction 





Cancellation of Michigan License 
Restrained Until Hearing 
in September 


CHICAGO, July 28.—The recent action 
of the Michigan insurance department 
in refusing to renew the license of the 
Security Life of Chicago because of the 
dispute as to the valuation of certain 
insurance stocks held in its assets was 
answered last week by the company 
when it obtained a temporary injunc- 
tion in the United States District Court 
at Detroit. The order restrains the 
insurance department of Michigan 
from cancelling the license of the 
Security pending a hearing on the per- 
manency of the order, which hearing 
has been set for Sept. 8. 

The attorneys for the company at- 
tacked the action of the Michigan 
department on the ground that it was 
duty bound, inasmuch as it was one of 
the States which asked the Virginia 
corporation commission to rule on the 
value of the insurance stocks, to ob- 
serve the ruling of the commission that 
the stocks were of such value to make 
the Security solvent. This ruling, $1.98 
a share on Inter-Southern Life and 
$60.40 a share on Missouri State Life 
stock, was issued by the Virginia com- 
mission on July 11. 


Bureau Reviews First 
Half of Year 


Points Out That 1931 Has Already 
Exceeded Entire 1918 


Production 





Reviewing the first half of 1931 life 
insurance, as almost every other in- 
dustry, shows a loss in sales when 
compared to a year ago. This compari- 
son for life insurance, however, is 
somewhat different than for other in- 
dustries. At the close of the first six 
months a year ago the sales of most 
commodities showed a steady down- 
ward trend. Life insurance, on the 
other hand, gained 3 per cent in the 
first half of 1930. The economic de- 
pression, which was quickly felt in 
most industries, was not reflected in 
life insurance sales until May, 1930. 

A comparison of life insurance sales 
for the first six months of the past ten 
years is an indication of the enormous 
gains made by this industry. Sales 
showed a steady increase for the first 
six months in the various years, with 
the peak reached in 1930. In the first 
six months of 1930 the volume pur- 
chased was over $2,500,000,000 more 
than in the same period in 1921. 

Although the incomes of all classes 
have been greatly reduced, the volume 
of insurance purchased by the people 
of the United States in the first six 
months of 1931 is greater than the av- 
erage sales during the same period of 
the last ten years. The enormous gain 
made in insurance is proved when a 
comparison is made to ten years ago. 
In the first six months of 1931 the 
volume of insurance paid for in the 
United States was half again as large 
as in the same period in 1921. Also, 
the volume paid for in the past six 
months was considerably greater than 
the total sales for the year 1918. 

A study of the United States for the 
first half of 1931 indicates that the 
portion of the country now showing 
the largest percentage loss in life in- 
surance is the West. The eastern States 
show the greatest improvement. The 
New England States show the great- 
est improvement when compared to 
June, 1930. Every State in the sec- 
tion showed increased sales with the 
exception of Connecticut, which showed 
a decrease of only 4 per cent. The 
three Middle Atlantic States ranked 
second with 3 per cent loss. 


Life Insurance 
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State Mutual Publishes New 
Training Course 
“Brass Tacks” Outlines Program 
for New Man’s First Week 

in the Business 


and 
superintendent of the 
State Mutual Life Assurance Company 
of Worcester, Mass., has announced the 
training 
week of 


vice-president 
for 


Stephen Ireland, 


agencies 


publication of a course 


for the new agent’s first 


new 
in- 
struction. 

The name of the 
Tacks,” is suggestive of 
The following subjects are covered in a 
one for each work- 


“Brass 
content. 


course, 


its 


series of six books 
ing day of the first week. 

f3o0ok One, Prospecting; Book Two, 
Why People Buy Life Insurance; Book 
Three, Sales Suggestions; Book Four, 
The Clean Up Fund; Book Five, Your 
Kit of Tools; Book Six, Answering Ob- 
jections. 

This material has been developed as 
a result of an extensive study of mod- 
ern methods of training, and has been 
used in typewritten form under vary- 
ing conditions and circumstances with 
satisfactory results in both urban and 
rural territory. 

The one outstanding 
“Brass Tacks” is to bring the new man 
as quickly as the point 
where he is earning a living—to help 
each individual who studies it to attain 
that degree of success which might be 


objective of 


possible to 


impossible without it. 
One of the major fallacies in many 
been an over 


conveniently 


programs has 
what is 
information.” Of 


training 
emphasis on 
termed “essential 
far greater practical value to the new 
man in his endeavor to get into early 
production is the development of good 
work habits, skill in selling and a posi- 
tive mental attitude toward the life in 
surance business. 

“Brass Tacks” has been written with 
this revaluation of the relative impor- 
tance of subject matter in mind, in the 
belief that such a change will be kelp- 
ful in realizing more readily the major 
objective in the first week’s training 
program. 

The arrangement of the material in 
“Brass Tacks” follows closely the ar- 
rangement of the Life Insurance Sales 
Research Bureau’s Slide Film 
thereby dovetailing effectively, two im- 
portant training methods. 

Particular attention has been placed 


Service, 


upon how the general agent is to use 
this training implement. No 
course, as such, will develop a man 
into a polished life insurance salesman. 
It is the individual instruction of each 
new man under competent supervision 
which accomplishes the desired results. 


new 


Life Insurance 


The “General Agent’s Manual” for 
the use of “Brass Tacks,” outlines by 
days, a definite schedule for the first 
week’s training program as well as defi- 
nite plans of work for the second and 
successive weeks. Emphasis is placed 
upon the importance of close personal 
instruction during the new man’s first 
three months in the business. 


STANDARD LIFE’S PRODUCTION 

Paid for production of the Standard 
Life, Jackson, Miss., for the first six 
months of 1931 was $2,623,085, com- 
pesed of Group $350,000 and Ordinary 


$2,273,085. 


AMERICAN BANKERS’ RECORD 

The American Bankers reports June 
production of Ordinary Life business 
largest in company’s history. The pre- 
vious high mark set in June, 1925, was 
surpassed by a considerable margin. 

June company’s anniversary 
month, and many field men were suc- 
cessful in spelling out “Anniversary” 


was 


with 11 applications for $20,000 or 
more. 
The company’s six months’ record 


shows 33 per cent increase in new busi- 
ness over 1930, together with a good 
in business in force for the 
same period. 


increase 








Offer Him Certain Income 





remain. 


ws 
Tre ‘ 


PRUDENTIAL 


mas tee 








The new Prudential contract—the Deferred 
Annuity with Guaranteed Minimum Return 

furnishes a safe, convenient and systematic 
way of apportioning a reasonable share of 
earnings in the productive period to purchase 
an unfailing monthly income beginning at age 
sixty and continuing to the end of life. 


Persons who have in other ways 
acquired a fund by the time they 
are 60 face the unknown factor— 
the number of years of life that 


Gw92 
Prudential Ordinary Agencies will 


gladly cooperate with brokers 
interested in this plan. 


Cw 


The Prudential 


Insurance Company of America 


Epwarp D. Durrie.p, President 
Home Office: Newark, New Jersey 
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Insurance Advertising Men 
Vie for Awards 


Early Indications Point to Lively 
Contest for Honors at Toronto 
Convention in October 


Insurance advertising writers, rep- 
resenting leading life, fire, casualty 
and surety companies throughout the 
United States and Canada, are re- 
sponding in unprecedented numbers to 
the invitation to compete for awards 
to be offered by the Insurance Adver- 
tising Conference at its annual 
vention in Toronto, from October 4 to 


con- 


7, inclusive. 

Several valuable trophies will be 
distributed by a carefully selected com- 
mittee of expert judges, each award 
carrying with it recognition for an 
outstanding contribution in the field of 
insurance advertising. 

While only United States and Cana- 
dian company representatives are eligi- 
ble for the awards, there will be en- 
tries from virtually every foreign 
country in which insurance men are 
in business. 

The most sought-after prize offered 
will be the Insurance Advertising Con- 
ference Trophy, a cup to be awarded 
for the “most constructive and most 
convincingly superior advertising or 
publicity contribution made in a period 
of not more than 18 months prior to 
September 1, 1931.” This may be a 
single piece of literature or an entire 
campaign. It is for this award that I. 
A. C. members will submit their “best 
efforts of the year.” 

The Rough Notes Placque will go 
to the company whose insurance trade 
journal advertising is judged best. 

There will be a new trophy in the 
competition this year, to be known 
as the Conservation Cup. This will be 
awarded “to the company that submits 
the best printed piece or series of 
pieces created during the year to en- 
courage conservation.” 

In addition to the foregoing prizes 
there will be the Educational Exhibits 
\wards, for companies submitting the 
best material in such classifications as 
he following: 

Folders, booklets, blotters, sales pres- 
ntations, posters, broadsides, window 

splays, novelties, sales letters, direct 

ail campaigns, sales bulletins, house 
gans, campaign material, sales help 
rvice, local advertising service. 

The awards will be made prior to 

e meeting at Toronto, and an at- 

ictive catalog, listing the various 

nners, together with their contribu- 
ns, will be distributed at the annual 
nvention. 
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SUPERINTENDENTS APPOINTED 


The following 


new 


have been appointed by the 
E. A. King, Chi- 


and Southern Life: 
cago-Lakeview; C. 


McManis, 


superintendents 


Western 


Indian- 


apolis North, and C. Chesser, Joliet. 


Cornelius J. 
State National 
pany of St. Louis, 


Insurance 


Mo., 


reports 


Shea, president of the 
Life 


Com- 
that 


the company’s production of new busi- 


ness in June was 


the best 


month since April, 1930, while the early 


returns for July i 


month will equal or 


record. 


ndicate 


exceed 


for any 
that this 
the June 
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THIRTY-ONE PRESIDENTS 

The John Hancock Mutual Life In- 
surance Co. of Boston has just issued 
a booklet, “The Presidents of the 
United States,” which forms a valu- 
able addition to its historical series 
of publications, which have become 
widely known during the past seven- 
teen years. It contains the portraits 
of the 31 presidents of the United 
States with a biographical sketch of 
each one. The portraits are from offi- 
cial paintings which hang in the White 
House, except the one of President 
Hoover. Attractive pictures in colors of 
the White House and the Capitol appear 
on the covers. 
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New York Life Agents’ compensation includes “Nylic,”’ a monthly 
payment beginning after two years’ service, based on previous pro- 
duction. This gives them a certain regular income increasing from time 
to time during the next 18 years, based upon the same annual pro- 


duction of new business. 


“Senior Nylics” have served a minimum of 


20 years and are drawing an annuity, payable in monthly instalments 


for life, whether they retire or continue in production. 


are still active. Some, at 50 to 70 years of age, are doing even a 


million or more. 


NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, Madison Square 
NEW YORK, N. Y. 





Most of them 
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The August Horoscope 


People born in the first 21 days of August come 
under the influence of the zodiacal sign, Leo. 
They are of a most affectionate temperament 
energetic and ambitious, but subject to ex- 
tremes, 


Virgo rules over the latter days of August, and 
turns out strong people, both physically and 
morally. Persons born in this period are in- 
clined to inquisitiveness, which leads also to 
study and research. 


Famous persons born in August under Leo are 
shelley, Tennyson, Charles A. Da.:a, Russell 
Sage, Napoleon, Sir Walter Scott, Marshall 
Field and Benjamin Harrison. 


Famous persons born in the latter part of 
August under Virgo are Bret Harte, Oliver 
Wendell Holmes, Livy the Roman Historian, 
and S. P. Langley of the Smithsonian Institute. 


There are many fields open to men born in 
August, their bright disposition helping them 
to adapt their natural talents to almost any kind 
of labor. Men of August, however, are particu- 
larly successful as salesmen. 


If you are in the life insurance business but 
not now under contract, the stars are urging you 
to get in touch with the Royal Union Life. 
With us you can reach a high level of success 
in a very short time. 


Royal Union Life 


Insurance Company 
Des Moines, Iowa 


A. C. Tucker, Chairman of the Board J. J. Shambaugh, President 
B. M. Kirke, V. P. and Field Maer. W. D. Haller, Secretary 















Our New Booklet 
“GETTING ACQUAINTED WITH 
THE PAN-AMERICAN” 


Tells Why 
THIS COMPANY’S AGENTS SUCCEED 


The first of a series of new booklets on life insurance 
selling prepared expressly for use of Pan-American 
representatives, this introduction to the Company tells 
why, year after year, its agency organization is making 
steady gains in production. Write for your copy. 





TED M. SIMMONS 


Manager, United States Agencies 


CRAWFORD H. ELLIS E. G. SIMMONS 
President Vice-Pres. and General Mgr. 


—— —- rnc 


The 
United States Life Insurance 
Company 
In the City of New York 


Organized 1850. Non-Participating Policies 
Only. Over 79 Years of Service to 
Policyholders 


Geo 

















Good Territory for personal producers, under 
direct contract. 


ow 


HOME OFFICE 


156 Fifth Avenue New York City 























Assets Gain Nearly 
15 Millions 


Total Admitted Assets, December 31, 1930 
$148,905,570.40 


Total Admitted Assets, December 31, 1929 
$133,931,890.94 


Gain, 1930 over 1929 
$14,973.679.46 


BANKERS LIFE COMPANY 


GERARD S. NOCLLEN, President 


Established 1879 Des Moines, Iowa 
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BALTIMORE NEW YORK 


A PROGRESSIVE 


SURETY and CASUALTY 
COMPANY 
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MERGER APPROVED 


The Citizens National Life Insur- 
ance Company, home offices First Na- 
tional Bank Building, East St. Louis, 
Ill., on July 21 was formally merged 
with the American Bankers Life Insur- 
ance Company of Jacksonville and Chi- 
cago, Ill., the deal having been 
approved by the Illinois Insurance De- 
partment. 

Through the absorption of the Citi- 
zens National Life the American Bank- 
ers now has approximately $7,000,000 
of assets and about $45,000,000 of in- 
surance in force. The East St. Louis 
had approximately $166,000 of assets 
and about $750,000 of insurance on its 
books at the time of the merger. 

Thomas E. Sly of East St. Louis, 
who had been vice-president and gen- 
eral manager of the Citizens National 
has been elected a vice-president of the 
American Bankers Life and will be in 
charge of the East St. Louis branch 
of that company. 


WITH METROPOLITAN LIFE 


A. W. Mellen, Jr., has become a 
member of the treasurer’s division of 
the Metropolitan Life Insurance Com- 
pany. His work will be mainly in con- 
nection with the investment of the 
insurance company’s funds in public 
utility securities. 
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“For the People” 


A great, modern hotel located “just 


a step from Broadway.” Adjoining 
countless theatres, railroad termi- 
nals, piers, shopping and business 
centers. 


1400 ROOM 5 
Each with Bath [Tub and 
Shower] Servidor and Radio 

DAILY RATES 
Single $3.00 $3.50 $4.00 
Double 4.00 5.00 6.00 


The New HOTEL 


LINCOLN 


44th to 45th Street at 8th Avenue, New York 
ROY MOULTON, Manager 











THE SPECTATOR 
July 30, 1931 


Pays $35,000,000 Dividends 
for First Half 


Over $885,000,000 Paid by New 
York Life Since Organiza- 
tion 86 Years Ago 


Over $35,000,000 in dividends was 
paid by the New York Life Insurance 
Company to its policyholders during 
the first half of 1931, bringing the 
total dividends paid by the company 
since organization, 86 years ago in 
1845, to over $885,000,000. 

This record, declared President 
Thomas A. Buckner, is all the more 
interesting because the New York Life, 
despite wars, epidemics, panics and de- 
pressions, has paid dividends to its 
policyholders every year since 1847. 

The total of yearly dividends has 
steadily increased with the growth of 
the company. While the company 
paid in dividends approximately $39,- 
500,000 for the entire period of 45 
years from its organization in 1845 to 
1890, the total apportioned for divi- 
dends to policyholders during the sin- 
gle year 1931 is $72,500,000. 

During the first half of this year the 
total of all payments to policyholders 
and beneficiaries, including the $35,- 
000,000 in dividends, amounted to over 
$112,000,000. Of this amount nearly 
$76,000,000, or more than two-thirds of 
the total, was paid to living policyhold- 
ers while over $36,000,000, including 
more than $1,500,000 as double indem- 
nity for accidental deaths, was paid to 
the beneficiaries of deceased policyhold- 
ers. 

Investments made by the company 
during the first half of this year, in- 
cluding mortgage loans’ renewed, 
amounted to $108,000,000, or an aver- 
age of $720,000 per business day. 

More than $21,000,000 was invested 
in new mortgage loans, $6,284,103 of 
which was placed in residential loans, 
$5,081,675 in business property loans 
and $10,109,800 in apartment house 
loans. 

Over $58,000,000 was invested in 
bonds of the U. S. Government, munici- 
palities, railroads, public utilities and 
industrial corporations, and $6,547,499 
in preferred or guaranteed stocks. 

On July 1, 1931, the total outstand- 
ing investment of the company in 
mortgage loans amounted to $571,982,- 
912, while the total investment in 
bonds and preferred stocks was $821,- 
899,556. 

NORTHWESTERN LIFE TRUSTEE 

Sutherland C. Dows, of Cedar Rap- 
ids, vice-president of the Iowa Railway 
& Light Corporation, has been elected 
a trustee of the Northwestern Mutual 
Life Insurance Company. 
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CENTRAL STATES LIFE LEADER 


Albert Ayre of Missouri topped the 
agency forces of the Central States 
Life Insurance Company of St. Louis, 
Mo., during the month of June, his 
premiums on business paid for in the 
month exceeding that of any other 
agent. 

Mr. Ayre is a member of the com- 
pany’s Perseverance Club and also was 
a member of the 1930 Central States 
Life Club. He also takes an active 
part in all contests waged by the com- 
pany’s agency organization and utilizes 
all aids offered by the home office to 
stimulate the production of business, 
including the company’s circularizing 
plan. 








OVER 20% 
INCREASE OF 
INSURANCE IN 

FORCE FOR 1930 








PERSISTENT 
HEALTHY 
GROWTH 


MODERN POLICY 
CONTRACTS 


Bankers National Life 
Insurance Company 


Bankers National Life Building 
Journal Square 
JERSEY CITY, N. J. 

R. R. LOUNSBURY, President 


GEORGE RAMEE, Vice-President, 
Supt. of Agencies 
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Annuities Insurance 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 

















The Formula of 


Success 


IFE INSURANCE can be explained in plain, 
everyday language. The facts can be simply 
stated. People need to be told about life in- 

surance by one who knows life insurance and its 
adaptability. Salesmen of integrity, ability and 
courage who will work systematically and plainly 
state the facts of life insurance service will be 
Masters of their craft and successful. 

THE MuTuUAL LIFE oF NEW York, with its long 
history of increasing success, offers opportunity. It 
writes Annuities and all Standard forms of life in- 
surance. Disability and Double Indemnity Benefits. 
It has many practices to broaden and expedite ser- 
vice for Field Representatives and for Policyholders. 

Those contemplating engaging in life insurance 
field work as a career of broad service and personal 
achievement are invited to apply to 


THE MUTUAL LIFE INSURANCE 
COMPANY 


of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON 
































Got the Ball!” 


Provident Mutual is conducting a worthwhile 
national advertising campaign in high-grade 
general magazines of wide circulation. Good 
leads are furnished from the Home Office. 
Consequently, sales resistance is being rapidly 
broken down for Provident Representatives. 


Another Provident tool for their use! 


Provident ‘Mutual 


Life Insurance Company of Philadelphia 
‘Founded 1865 








Guaranteed Guaranteed heen 
Benefits Low Cost 2nd wendiuaines cal aaee < Agencies 
| 
| 
PROVIDENT | i] Uigorou S 
TOOLS | 
(No.7) | Membership 





LTHOUGH the New England 

Mutual has been underwrit- 

ing lives continuously since 1843, 
the vigor of its membership is main- 

tained by the influx of healthy young | 


lives. 





More than half of the new Policy- 
holders last year were between the 


ages of 22 and 37. 





NEw ENGLAND MUTUAL | 
LIFE INSURANCE COMPANY | 





Post Office Square, Boston, Massachusetts 
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California State Life 
Convention 


Star Producers Hold _ Floating 
Convention en route to 
Victoria, B.C. 

Star producers and company officials 
of the California State Life, attended 
the annual agency meeting of the or- 
ganization which was held principally 
aboard the s.s. “California,” on the way 
to Victoria, B. C., where the company’s 
annual banquet was staged in the 
Empress Hotel in that city on July 22. 
Leaving San Francisco, July 19, 
aboard the ship “California,” the con- 
vention went into session shortly after 
the boat sailed out of San Francisco 
Say. 

At Victoria, where the ship arrived 
on July 22, the delegates went on a 
sight-seeing tour for several hours, and 
in the evening President J. Roy Kruse 
presided at the banquet. On July 23, 
the final business session was held in 
the Empress Hotel. Following the 
business session the party boarded a 
train for the return journey to Cali- 
fornia. 


COLONIAL READING DISTRICT 
HELD SPECIAL MEETING 

Saturday, July 18, an educational 
meeting was held at the Colonial Life 
Insurance Co. offices in Reading, Pa. 
After an introduction to the district 
representatives by Manager William 
M. Donmoyer, John H. Rees, director 
of publicity and advertising, addressed 
the company’s agents from Reading 
and surrounding territories. 

Mr. Rees impressed upon the men 
the absolute necessity of making 100 
per cent collections by a consistent pro- 
curement of industrial increase, the 
securing of advance payments, the 
writing of new business and the con- 
servation of old business. 

To offset any excuses or alibis that 
the men might offer, the speaker pre- 
sented figures to show that there are 
billions of dollars in savings banks 
and that many millions are spent 
throughout the United States fo. 
pleasure. 

ARTHUR L. GOLDSMITH SCRAN- 
TON MANAGER FOR FIDEL- 
ITY MUTUAL 
Arthur L. Goldsmith has been made 
manager of the Scranton territory for 
the Fidelity Mutual Life Insurance 
Company, Philadelphia. Mr. Goldsmith 
s well known in Scranton and comes 
to Fidelity after six years of under- 
vriting experience with another com- 
pany. His office will be at 304 Select 

Building, Scranton, Pa. 
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Scranton-Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an un- 
limited production. 
Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with 
clean records and with ability to handle such an agency. 


Address. 
EXCLUSIVE, 
care of THE SPECTATOR | 




















The new Joun Hancock plan 


for maintaining the family income 


Away S the main purpose of 
the life insurance policy has been to protect dependents— 
usually wife and children. When the children reach the 
period of self-support, a part of this protection is not so neces- 
sary; but it is all necessary during the period of greatest 
dependency. 


Many insurance plans have been devised for taking care 
of children during such years, especially to provide means for 
completing their education, at least through high school; 
generally through college. 


Recently the demand for a secured monthly income during 
this dependency period, in addition to the essential clean-up 
fund, has grown to an extent requiring special arrangements. 
To meet this demand and simplify the plan, the John Hancock 
Mutual Life Insurance Company offers its Family Income Pro- 
vision attached to new and existing policies in the form of a 
rider. 


Many investment and life insurance programs have been 
interrupted or changed by economic conditions; but indi- 
vidual and family responsibility is just as great, if not greater, 
than ever. Recognizing these facts, we offer this opportunity 
to have the effectiveness of existing insurance materially in- 
creased for the dependency period at moderate cost. 






LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


For those who may be interested in details, our pamphlet, 
“Income for the Family,” will be furnished on application 


Address JOHN HANCOCK Inquiry Bureau, 197 Clarendon St., Boston, Mass. 
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Agency relations are 
generally pleasant and 
satisfactory when deal- 
ing with 


Continental 


CONTINENTAL CASUALTY COMPANY 
CONTINENTAL ASSURANCE COMPANY 


910 So. Michigan Avenue 
Chicago 


























THE WINNING HAND 

















s 
A New Deal 


COMMONWEALTH Agents hold a hand hard 
to beat when soliciting new lines. 


REPRESENTING a financially sound company 
under progressive management, offering most 
liberal contracts, paying claims promptly, and 
extending constructive Home Office co-opera- 
tion, they are in position to command business. 


DEAL yourself a new hand to-day—take on 
Commonwealth Lines. 


Commonwealth Casualty Co. 
(OLDEST PHILADELPHIA CASUALTY COMP4AHT) 
Philadelphia 


W. FREELAND KENDRICK 
Premécat 
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No Depression 


with Us 


Year by year for twenty-six consecutive years—in- 
cluding 1930—Mutual Trust has enjoyed an in- 
creased volume of new business, and so far in 1931, 
that record remains unbroken. 


May, 1931, was the biggest month in new business in 
the Company’s entire history, and the new paid 
business for the first five months of 1931 exceeded 
that of any similar period in any previous year. 


WHAT IS THE ANSWER? 


Sales Helps—Low Net Cost—Well Paid, Contented, 
Enthusiastic and Loyal Field Representa- 
tives, who make and break records month by month. 


Aggressive, 


ae trust 


CHICAGO, | 
as OLD FAITHFUL” 


1930 Our Greatest Year 
Insurance in Force now 
More Than $180,000,000 








for progressive agents... 





Life The Spirit 
Underwriting of Life 
Efficiency Underwriting 


by Welter Cluf by Walter Cluf 


Repeatedly described as 
the best beginners text 
available on life insur- 
ance salesmanship. Nu- 
merous subtle ways of at- 
tracting the prospects at- 
tention and beguiling 
methods of approach are 
outlined, followed by 
many ingenious. closing 
suggestions. Selling ade- 
quate coverage is stressed 
with definite examples to 
show how the salesman 
may lead the prospect to 
discover the extent of his 


In thts book, a sequel 
to Life Underwriting 
Efficiency, the author em- 
phasizes the importance 
of physical appearance 
and mental attitude. This 
book is not only highly 
inspirational to both the 
new and the experienced 
salesman but also offers 
many new and effective 
sales methods. One Gen- 
eral Agent says it is “the 
best sales book for both 
new and old men I have 
read in my 26 years in the 


business.” 
Price $1.00 


12 copies, $10; 
25 copies, $20. 


own needs. 
Price $1.00 


12 copies, $10; 
25 copies, $20. 








C. L. U. DEGREE QUESTIONS & ANSWERS 


Copies of complete set « sewers and ; f 
answers to the June, 1930, C. L. U. Price $1.00 
Degree examination. Limited supply. 12 copies, $10. 











ORDER TODAY FROM 


THE INSURANCE FIELD 
P. O. Box 617 
LOUISVILLE, - KENTUCKY 
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BROADCASTING SAID TO VIOLATE 
STATE INSURANCE LAW 

It is expected that Magistrate Wall 
will hand down a decision today after 
hearing arguments last Monday in the 
Harlem Court on action brought by the 
New York State Insurance Department 
against the International Broadcasting 
Company and its president, John Traci, 
who were charged with having violated 
a section of the State insurance law 
which makes it a misdemeanor to act in 
behalf of, or as an agent for, an insur- 
ance company not authorized to do bus- 
iness in this State. 

The State contended that the broad- 
casting company played phonographic 
disks containing sales talks for the 
Mutual Insurance Company of Iowa on 
machines in its office at 16 East For- 
tieth street, New York City, for relay 
to its station, WOV, at Secaucus, N. J., 
from which the sales talk was broad- 
cast. The broadcasting company also 
agreed it was stated, to forward mail 
to the insurance company, and was to 
receive one-third of the first year’s 
premiums obtained through its instru- 
mentality, it is charged. 

Louis H. Levin, attorney for the 
broadcasting company, maintained that 
New York State lacked jurisdiction on 
the ground that the sales talk was dis- 
seminated from New Jersey. He as- 
serted that station WOV advertised 
only and did not solicit. He also con- 
tended that the regulation was dis- 
criminatory against a non-resident. 





APPOINTED MANAGER 


Harry W. Jackman has been ap- 
pointed agency manager for the Bank- 
ers Life Company of Des Moines at 
Mankato, Minn., effective Aug. 1. He 
succeeds F. L. Smock. 





In 1931 


Be the Outstanding 
Life Insurance Man 


in Your Community 


Our Service Will Help You 


Massachusetts Mutual 


Life Insurance Co. 


Springfield, Massachusetts 
Organized 1851 


More Than Two Billion Dollars 
of Insurance in Force 



















PITTSBURGH AGENCY OCCUPIES 
NEW QUARTERS 


Last week A. H. Bennell, manager 
the Mutual Life Insurance Company of 
New York, moved his offices from the 
Arrott Building, where he had been for 
twenty-seven years, to the Henry W. 
Oliver Building, 535 Smithfield Street, 
Pittsburgh, where a suite of seventeen 
rooms has been remodeled into a mod- 
ern life insurance office. 

The Mutual Life Insurance Company 
of New York has been writing business 
in Pennsylvania for a period of 88 
years, and have had an established 
office in Pittsburgh for over 70 years. 
Mr. Bennell believes in the splendid 
future of the Pittsburgh district, and 


Family Income Plans 


Annuities Endowments 
Business 
Insurance 

Investment Insurance. 

A policy to fit every life insurance need. 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


FORT WAYNE,INDIANA 


















has expanded in anticipation of in- 
creasing production during the next 
few years. He assumed the manager- 
ship there on Feb. 1, 1931. 





SCHOOLS INSPIRE ENTHUSIASM 


A marked degree of optimism over 
prospects for increased production dur- 
ing the rest of the year prevailed 
throughout a series of thirty-six One 
Day Schools of Instruction just con- 
cluded by the Bankers Life Company 
of Des Moines. The schools were held 
in every section of the country, and 
were conducted by teams of home office 
representatives. Nearly 1000 Bankers 
Life salesmen were in attendance at 
the various schools. 








50 UNION SQUARE 








Measured by Net Results— 


Truest gauge of a Company’s rate of progress is its ratio of 


gain in insurance in force to total in force. 


Applying this measuring-rod to the 1930 record, The Guardian 
ranks first among the 24 leading life companies licensed in New 


York State, having a half-billion or more insurance in force. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


* NEW YORK CITY 
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Allied Public Servants Use LEAFLETS 
The mighty business of banking and the mighty busi- and INCREASE YOUR 


ness of life insurance render two distinct types of service, 
but in certain branches of their work they merge, afford- 

ing opportunity for cooperation while at the same time BUSINESS 
supplying a need which neither one alone can meet. 
Examples 





Life insurance as a basis for or a strengthener of Following is a list of leaflets written by Wm. 


banking credit, whether business or individual, has be- | T. Nash, originator of Monthly Income In- 
come part of the credit fabric of the nation. ‘ ‘ 
surance, which are being continuously used 
The discretionary power of trust companies is of ex- | by companies with remarkable results. 


treme value in supplying incomes from life insurance | 
funds in the broad range of cases in which the exercise | Much valuable advice and instructive matter for agents, 





of such power is desirable or necessary. including the veteran and the beginner, can be found in 
the publications issued by The Spectator Company of 
which William T. Nash is the author. 


And in the servicing of large estates, as well as of stock- 
| holder and partnership interests, trust companies and 


life insurance companies have a joint duty. LEAFLETS FOR CREATING PROSPECTS 



























































BIG BUSINESS AND LIFE INSURANCB..................-- 10 
ee cauewahesuannas 10 
CONFIDENCE IN LIFE INSUBANCE..............ccccccceee 10 
tCOST OF bing eran eersanipaetiebe pana tabaaaiaieg .25 
. : : . 2 -  Bteniebhdenrensreenbeeeepbepetet: 10 
| The Penn Mutual Life Insurance Company DOES A YOUNG MAN NEED LIFB INSURANCE?...........- 15 
FAMILIAR DANGERS LOSE THEIR TERRORS.............. 2 
WM. A. LAW, President FARMER'S INVESTMENT, THB..................ccccccccee 10 
GET ACQUAINTED WITH YOUR LIFE INSURANCE......... 10 
Independence Square Philadelphia | GIVING THE BOY A CHANCE. Ons... 
. «sa etmr aan pacateaeteyeeetatrtateienaeg deeeapa aie riaiatete 10 
| HOW MUCH LIFE INSURANCE SHOULD A FARMER CARRY? 10 
————— ——— I a a acd cbs oa en Gauwh an aaindanyedwen 10 
ee ol baeteahtiigapr ee biedelah Eider 10 
— ONE e BUSINESS MAN'S EXPERIENCE WITH LIFE INSUR- 
ONE DOCTOR'S EXPER. WITH ENDOWMENT INSURANCE. 10 
ONE FARMER'S EXPERIENCE WITH LIFE INSURANCE. ...10 
ONE SALARIED MAN'S EXPER. WITH LIFE INSURANCE. 
ONE SELF-SUPPORTING WOMAN AND HER LIFE INS...... is 
ORTHERN NSURANCE O ONE YOUNG MAN’S EXPERIENCE WITH LIFE INSURANCE 10 
° PARTNERS AND LIFE INSURANCB........... 
SENS® OF SELF. PRESERVATION, TB we S28 
’ 1 
OF NEW YORK i Se Oi 2 ccccnnessgneeecesnee® ace 
WHAT LIFB INSURANCE MBANS IN DAILY LIFE.......... 10 
SE I, Was Kcdecccaccotacccatasecacancecs 10 
83 MAIDEN LANE NEW YORK LEAFLETS FOR INSTRUCTION OF THE AGENT 
‘> 2, SE aerate 25 
CHARLIE FERRELL'S DEAD BOOK.............cccccceeeee 10 
METHODS THAT WIN SUCCESS. .........ccccccccccccccece 15 
FIRE SERVICE AND ITS REWARD....................cccccecces 15 
STORY OF ED REDLICH, THE......... Sruiimbintis cet aig tala ies 15 
AUTOMOBILE LEAFLETS FOR MONTHLY INCOME PROSPECTS 
INSURING YOUR INBURANCB.............cccccccccccccees 10 
—= ——— JOHN Te a PEs Cc ccccceccceccescasesces 10 
1 Ae oer eeeieebaapederey 10 
OND WOMAN’ 8 EXPER. WITH A MONTHLY INCOME....... 15 
OUT OF TH THE MOUT HS OF BABE ES OO ile ae ae aes lv 
’ A A N ¢ _ Sie aEbiseenieeaey 0 
THE WOMAN’S BENEFIT ASSOCIATION SAVING WHAT YOU LEAVE................ococeeeeeeeee 1 
Sennen Gvetwesd Genes Geckety Comment Bulediedy 06 WHEN SUCCESS I8 A FalLuRe Be aa aa ae ie 10 
Women in the World CONSERVATION LEAFLETS TO REDUCE LAP- 
Organized October 1, 1892 eS ROAD.-.--- ~ 
OP SOU I: OP FU IIR, 0 os ov cccicnccccccccccccccscces 
WOMEN DEPUTIES WANTED *BEST PROPERTY YOU_OWN N hoa Ciiens 10 
. : . N’ AWAY THE LIFEBOAT. .............c0000- 
Good Territory Everywhere in United States GET ACQUAINTED WITH LIFE INSURANCB............... 10 
and Canada for Qualified Field Applicants. GIVING YOURSELF A CHANCE. tear ieeekehednal equeed 10 
HOW HOPES ARE SHATTERED..............ccccccecccees 
Total Funds Over rm ‘a peyren SOME DON'TS OF LIFE. Caedhadeittudsikcsdaducdiiecesaes 10 
i i nization Over 4 A x PE coccccccecececescoccesceeseocess 
Benefits Paid Since Orga oe CT eee cophuenubnmennnd 10 
For further information write to WHY WE DONT LIVE PORBVER. ...ccccccccccccccccccccce 10 
THE INTERNATIONAL HEADQUARTERS CONSERVATION LEAFLETS TO REDUCE LOANS 
W. B. A. Building Port Huron, Michigan BORROWING FROM MARY............ esccceececccccsscece 
Bina West, Miller Frances D. Partridge HAVE YOU A LOAN ON YOUR LIFE INSURANGE?. .......:. 
| Supreme President Supreme Secretary SHOOTING YOUR POLICY TO PIECES...............s0-0- 
LEAFLETS ON ACCIDENT AND HEALTH 
INSURANCE 
I I ed ed eo kieaakenkiseedl 10 
| pp . SOMETHING IS ALWAYS HAPPENING..............-.0000- 10 
Preferred Accident— TEMPTING PATE oo ceeceeereeeeeeceeeseeseeecceececees 25 
> itl oo. WHAT HA |, _BRSkGtesinalin ies hae 
— Protective Indemnity *These are new leaflets published in 1930. 
~ . tAn income tax leaflet revised to include the 1928 law. 
SAME MANAGEMEN I Sample copies of all the Nash leaflets, varying in price from ten 
to twenty-five cents each, amount to $6. Send us $4, and we 
SAME SERV ICE will mail you sample copies of all 55 of the Nash leaflets conve- 
—— 2s niently packed in a carrying case for easy reference. Ask for 


circulars a, v- in quantities. We will also mail you on 


Accident—Health—Automobile application a page descriptive pamphlet entitled The Business 
Burglary | Builder's Service. 
ALL AGENCY CONTRACTS DIRECT THE SPECTATOR COMPANY 
Address WILFRID C. POTTER, President 243 WEST 39th STREET, NEW YORK 
80 Maiden Lane New York CHICAGO BOSTON NEW ORLEANS 
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Dr. Charles B. Piper 


Conn. Mutual Enlarges 
Medical Staff 


Dr. Charles B. Piper Joins Hart- 
ford Company; Dr. Rollins 
Advanced. 


The Connecticut Mutual Life Insur- 
ance Company announces that effective 
Sept. 1 Dr. Charles B. Piper becomes a 
medical director. Dr. Henry B. Rollins, 
assistant medical director since 1928, 
is advanced to the post of associate 
medical director. 

Born in Pennsylvania, Dr. Piper was 
educated in the public schools of that 
state, later receiving the degree of B.S. 
from Dickinson Seminary, and his M.D. 
from Syracuse University. After two 
years in interneship, he engaged in pri- 
vate practice and also served as a mem- 
ber of the medical department of the 
Prudential Insurance Company; assist- 
ant medical director of the Northwest- 
ern Mutual Life Insurance Company, 
becoming medical director of the Guar- 
dian Life Insurance Company of New 
York, which position he has held for the 
past eleven years. 

For the past four years Dr. Piper 
has been a member of the board of 
managers of the medical section of the 
American Life Convention and has re- 
cently served as chairman of that sec- 
tion. He has also been active as a 
speaker before life underwriters’ asso- 
ciations. 

Dr. Henry B. Rollins, who is advanced 
to the position of associate medical di- 
rector, is well known by reason of his 
former work with the Yale-In-China 
unit as associate professor of pathology 
at the hospital Hsaing Ya, “Changsha, 
Hunan,” China, from 1923 to 1927. 

Dr. Rollins in Palmer, 


was’ born 
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IFE INSURANCE during 1930 again demon- 
strated its worth as the world’s premier security. 
Regardless of wars, panics or periods of depression, 
a Life Insurance contract in The Manhattan Life re- 
mains unimpaired and is matured exactly as called 
for in the individual policy. A Life Insurance policy 
is truly a “Declaration of Financial Independence,” 


and constitutes an essential part of any man’s estate. 


The Manhattan Life Insurance Co. 
Founded 1850 
654 MADISON AVENUE AT 60th STREET 
NEW YORK, N. Y. 


THOMAS E. LOVEJOY, President 




















Mass., was educated at Hartford Public China he engaged in private practice 
High School and later received his B.S. in Southington, Conn., and was ap- 
at Dartmouth and his M.D. at Yale pointed assistant medical director of the 
Medical School. Connecticut Mutual Jan. 20, 1928. 


Upon his return from 





Above appears Dr. E. G. Simmons, vice-president and general manager of the Pan- 
American Life (Center) in company with the six original charter members of the com- 
pany’s Dynamo Club, an organization of $200,000 producers opened for membership 
this year. Left to right are: Joe S. Taylor, Georgia Manager of the Pan-American; 
Henry M. Shove and L. L. Dwight of the Los Angeles Agency; Dr. Simmons; A. H. 
Himchak of Pennsylvania; O. W. Chandler, Missouri Manager and Leonard A. Good- 
man, El Paso General Agent. Mr. Goodman, with $313,936 paid-for business for the first 
six months of 1931, was the first to qualify for the Club. 
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A BASIC POLICY 


A successful business generally has a basic policy or course of 
action which is pretty closely followed, though sometimes it may 
vary a bit owing to changing conditions. The same is true of the 
successful insurance agent, who must be guided by a systematic plan 
of solicitation of business, collection of premiums, supervision of em- 
ployees and protection of his companies’ interests. 


Companies also must follow a definite program. Those under the 
management of Corroon & Reynolds, Incorporated, adhere strictly 
to the plan of full cooperation with those who produce premiums, 
aiding in the solution of their problems and in meeting the require- 
ments of policyholders. In fact this plan is the foundation stone 
upon which these companies were built. 


Thousands of insurance producers show their appreciation of this 
attitude by the volume of business which they place with us, and 
we have full confidence in the methods followed by the wide-awake, 
premium producing agent of today and his underwriting ability. 


We are constantly striving to improve the service rendered agents 
so that they in turn can more adequately protect their clients. This 
is a program which we shall continue. 


AMERICAN EQUITABLE ASSURANCE GLose INSURANCE COMPANY OF AMERICA INDEPENDENCE INDEMNITY COMPANY 
CoMPANY OF New YorRK Philadelphia, Pa. Philadelphia, Pa. 
Capital $2,000,000.00 (Established 1862) Capital, $1,250,000.00 
Capital, $1,000,000.00 








— KNICKERBOCKER INSURANCE COMPANY 


Bronx Fire INSuRANCE COMPANY . 
oF New YorkK 


oF THE City oF NEw YorxK 





INDEPENDENCE FIRE INSURANCE : 
Capital, $1,000,000.00 roast Capital, $1,000,000.00 
— Philadelphia, Pa. 
Capital, $1,000,000.00 New York Fire INSuRANCE COMPANY 
BROOKLYN Fire INSURANCE COMPANY (Incorporated 1832) 
Capital, $1,000,000.00 — Capital, $1,000,000.00 
MERCHANTS AND MANUFACTURERS RepusLtic Fire INSURANCE COMPANY 
Frre INSURANCE COMPANY OF AMERICA 
Newark, N. J. Pittsburgh, Pa. 
(Chartered 1849) (Incorporated 1871) 
Capital, $1,000,000.00 Capital, $1,000,000.00 
Incorporated 


INSURANCE UNDERWRITERS 
Manager 
92 William Street New York, N. Y. 
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FIRE AND MARINE INSURANCE 








Savannah Fire Merges 
with Southern Home 





Globe Underwriters Exchange 
Consolidates Carriers to Form 
One Company with Assets 
of $2,000,000 


The Savannah Fire Insurance Com- 
pany, in business since 1911, and hav- 
ing assets of over $597,000 and a capi- 
tal of $200,000 has been merged into 
the Southern Home, also organized in 
1911, which has assets of over $1,500,- 
000 and a capital of $500,000. Both 
carriers are under the control of the 
Globe Underwriters Exchange, Inc., of 
New York. A statement by S. Lewis 
Johnson, president of the Southern 
Home, says: 

“At a meeting of the stockholders of 
the Savannah Fire Insurance Co. of 
Savannah, Ga., held on July 21, it was 
voted to approve a contract between 
the Savannah Fire Insurance Co. and 
the Southern Home Insurance Co., 
whereby the Southern Home agrees to 
reinsure all of the liability of the 
Savannah Fire on all of its policies of 
insurance issued and now outstanding 
and to make itself responsible under 
the said policies as though they had 
been issued by the Southern Home. The 
Southern Home also agrees to assume 
all other liability of the Savannah Fire 
of whatsoever nature and description. 
The Savannah Fire agrees to turn over 
to and deliver to the Southern Home 
all of its assets of whatsoever nature 
and description. 

“In taking this step the stockholders 
of these two corporations were influ- 
enced by the great economic advan- 
tages of such a merger and by the bene- 
fits accruing to the policyholders of the 
two companies, in that the combined 
strength of these two old fire insurance 
companies is made available for the 
protection of the many policyholders 

both. By this consolidation the 
southern Home Insurance Co., after 
°0 decades of honorable and reputable 
peration, becomes one of the largest 

id strongest fire insurance companies 

the Southwest. 

‘By this merger the Southern Home 

1 present a strong financial state- 

nt, approximately as follows: 

Capital $500,000. After setting aside 

erves of $650,000 for unearned pre- 
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HAIL DAMAGE HEAVY 


Des MoINEs, Iowa, July 25.— 
Hail insurance adjusters report 
an unusually heavy crop damage 
from hail thus far this season. 
While hail visitation covered no 
very large section of country in 
any one storm, nevertheless there 
is scarcely a county in Iowa that 
has escaped. Destruction of au- 
tomobile tops is a common oc- 
curence where hailstones are un- 
usually large and are driven by 
fierce wind. A terrific hail storm 
visited one community in which 
a farm bureau picnic was being 
held and the tops of over a hun- 
dred automobiles were so severe- 
ly pelted that adjusters were 
sent to determine the damage. 
In recent years farmers especial- 
ly have been particular in taking 
out hail insurance on automobile 
tops. 











CHICAGO LOCAL AGENTS 


CHICAGO, 
plans for the organization of a Chi- 
cago association of commissioned local 
agents to be affiliated with the National 


and State associations are practically 


completed. It was reported at an in- 
formal meeting of the organization 
committee this week. The nominating 
committee soon is expected to prepare 
a slate of officers, and theorganization 
meeting of the agents then will be 
called. 





G. B. MATTSON WITH FIRE 
ASSOCIATION 


The Fire Association of Philadelphia 
announces the appointment of Gilbert 
B. Mattson as assistant secretary and 
manager, in charge of its Philadelphia 
and Philadelphia - Suburban Depart- 
ment, effective Aug. 15. Since 1923 
Mr. Mattson has been in the service cf 
the National of Hartford, in charge 
of their Philadelphia and Eastern Penn- 
sylvania office. 














miums pm the nentiatien of its policy- 
holders, and such other items as taxes, 
etc., the net surplus will be $600,000, 
making surplus to policyholders of over 
$1,000,000 and net assets of $2,000,000.” 


ILL., July 28.—Preliminary 


Insurance Results in 
Illinois—1930 





Premium Collections in Both 
Fire and Casualty Down, with 
Losses Materially Higher 

CuicaGo, July 28.—Declines in pre- 
mium collections were made in Illinois 
during 1930 by both the casualty and 
fire insurance companies, though an in- 
crease was made by the life companies. 
However, the latter reported a decline 
in new business paid for. 

These facts were obtained from the 
annual summaries prepared by the 
Illinois insurance department and just 
released. 

For fire insurance the aggregate col- 
lections of fire insurance premiums in 
Illinois in 1930 was $71,184,641, a de- 
cline of $8,644,543, this being for all 
types of carriers. Losses, on the other 
hand, increased materially to a total of 
$39,540,154 paid, an increase of $4,- 
569,230. 

Casualty premiums in 1930 totaled 
$77,869,325 for all carriers, a decline 
of $6,444,619, while the loss payments 
totaled $40,842,503, an increase of 
$1,990,365. 

In life insurance a total of $1,927,- 
407,724 of new insurance was paid for, 
which was a decrease of $50,345,877; 
however, the insurance in force showed 
a favorable increase, the total stand- 
ing at $9,794,800,158 on Dec. 31, an in- 
crease of $61,057,395. 

Reverting to the fire insurance re- 
port, it shows that the stock companies 
collected $63,539,763, a decline of $8,- 
513,432, and paid $35,875,724, an in- 
crease of $3,852,043. The mutuals col- 
lected $4,772,551, a decline of $340,512, 
and paid $1,417,489, a decrease of $91,- 
253. The reciprocals collected $223,394, 
a decrease of $126,605, and paid $65,185, 
a decrease of $116,388. Lloyds collected 
$897,892, a decrease of $26,049 and paid 
for losses $614,023, an increase of $386,- 
633. Farm mutuals collected $1,752,074, 
an increase of $363,089 and paid $1,- 
567,631, an increase of $538,093. 

For the casualty companies the stock 
companies collected $58,063,295, a de- 
cline of $4,284,842, and paid $29,676,- 
110, an increase of $2,178,519. 
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EUREKA-SECURITY 
FIRE and MARINE 
Insurance Company 


22 Garfield Place, 


CAPITAL $1,000,000 
eo 


Established 1864 
—+- 


AN OLD COMPANY WITH 
AN EXCELLENT RECORD 
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STATE AGENTS 


New Jersey New York Pennsylvania 
Johm A. Lanee George H. Reuter George A. Reynolds 
9 Clinten &. P. O. Box 299 901 Celumbia Bidg. 
Newark, N. J. Syracuse, N. Y. Pittsburgh, Pa. 
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STOP THIEF! 


There goes your baggage, Mr. Vacationist, and, if you haven't 
insurance, you are out of luck. When away from home there is 
no end to the many losses that may happen to luggage. 

A Personal Effects Policy covers all wearing apparel and lug- 
gage against practically all risks which includes fire, theft, hold- 
up, luggage smashing, wrecks, floods and almost everything else 
when the property is away from home. 


RATES 
First $1,000 or part thereof................ 3% 
Second $1,000 or part thereof............. 2% 
Excess of $2,000 or part thereof............1% 


Minimum earned premium $10.00 


A. F. SHAW & CO., INC. 


75 Maiden Lane 
New York City 


nr 
Nor 


Insurance Exchange 
Chicago, Ill. 


snors A santc R 
weneral Agents—S/\ll & 


and Inland Marine 


Departments 


Saint Paul Fire & Marine Insurance Co. 
Eureka-Security Fire & Marine Ins. Co. 














NEW YORK 
MINNEAPOLIS 
LOS ANGELES 


SAN FRANCISCO 
RICHMOND 
INDIANAPOLIS 


Marsh & McLennan 
| INSURANCE 


Fire Liability | + Marine 


164 W. Jackson Blvd., Chicago 























NATION-WIDE 
CLAIMS SERVICE 


Guardian Casualty calls attention 
to its established chain of claims 
representatives, extending from 
Coast to Coast. Prompt service 
thus guaranteed to policyholders, 
no matter where they tour. 


ro }. / 
GUARDIAN#CASUALTY 
COMPANY 
Owen B. Augspurger, President 


Home Office: Buffalo, N. Y. 








THE SPECTAT(* 
July 30, 195: 














News of San Francisco and the Coast 


Agents’ Regional Meeting 


T\ISCUSSION of the mutual and 
D reciprocal competition, the agency 
ialification law enacted at the last 
ession of the State Legislature, and 
the reciprocity program adopted by the 
association, marked the regional meet- 


ing of the California Association of 
Insurance Agents, held at Oakland, 
July 21. Members of the Alameda, 


Contra Costa and Santa Clara County 
association of insurance agents attend- 
ed the meeting. About 100 were present. 

President Eugene Battles of the 
State association, evoked great enthusi- 
asm when he outlined the program of 
the annual convention of the National 
Association, which is to be held in Los 
Angeles, in September. Representa- 
tives of the various groups present 
promised 100 per cent at the meeting. 

In addition to President Battles, 
others who spoke were Frank Colridge, 
executive secretary of the State asso- 
ciation, Vice-President Perey S. W. 
Ramsden, and Herbert E. Manners, 
associated general manager of the Na- 
tional Automobile Club. 

After the Oakland meeting, 
dent Battles and Secretary Colridge 
left for Sacramento, where they pre- 
sided at a regional meeting on July 23. 
On the following day a similar gather- 
ing was held at Willows, and on Friday 


Presi- 


and Saturday the series of regional 
meetings was brought to a close at 
Eureka. At the latter affair a ban- 


quet, given under the auspices of the 


Humboldt County Association of In- 
surance Agents, was a feature. 
a. ££ @ 
Would Abolish Limited Agencies 
Board of Fire Underwriters of the 


Pacific has been petitioned by the Spe- 
ial Agents Association of the North- 
west to eliminate the rule requiring 
companies to have only two agents 
representing them in any town or city 
in the State of Washington. No action 
has been taken by the board as yet. It 
declared by those in touch with the 
situation that many of the non-board 
mpanies in the territory have as 
iny as 20 or more agents represent- 
¢ them in the various communities. 
lishment of the board rule, it is be- 
will better enable board com- 
compete with the non- 


ed, 
nies to 
irders. 


First American Fire Appointment 


\ppointment of Rolph, Landis & 
s as general agent in California, 
inland marine and marine for the 
st American Fire, is announced. 
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The appointment signalizes the expan- 
sion of the firm, as heretofore it has 
had no marine department. Victor H. 
Winkel, formerly manager of the East 
Bay territory for the Insurance Com- 
pany of North America, has been 
appointed manager of the new depart- 


ment. 
* * * 


Predicts Auto Rate Raise 


Automobile owners in California will 
soon have to pay an increased rate on 
public liability and property damage 
insurance, if the prediction of C. V. 
Badger, assistant manager of the 
Pacific Coast branch of the National 
Bureau of Casualty & Surety Under- 
writers, comes true. Mr. Badger says 
that rates for this type of insurance 
will probably be raised approximately 
18 per cent some time before the first 
of the year. 

An increase in the number of deaths 
from automobile accidents in the State 
since the first of the year, and the 
losses sustained by the companies 
throughout the country last year, will 
necessitate a rate revision in the near 
future, believes Mr. Badger. During 
the six-month period of this year 
the deaths in the State showed an in- 
crease of 15 per cent as compared to 
the same period in 1930. 

Mr. Badger estimates the rate 
crease in the neighborhood of 18 per 
cent, because the last rate revision, 
made in November, 1930, totaled 18.3 
per cent, and, he says, indications point 
to a similar raise being made this time. 


in- 
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PORT OF NEW ORLEANS 
SPRINKLERED 


Great improvements have been made 
in the port of New Orleans as regards 
conflagration hazards. The port has 
been outfitted with automatic sprinklers 
at a cost of $1,500,000 covering nine 
miles of water front. As a result of 
the installation, the fire insurance rate 
has been reduced from $1.04 to $0.28 
and the Board of Port Commissioners 
has discontinued carrying the first 
$100,000 of a possible fire loss and has 
placed the full amount of insurance in 
stock companies. The Grinnell Com- 
pany installed the sprinklers. 

It is now hoped that the Port of New 
Orleans, which has suffered fire losses 
of $20,000,000 in the past twenty years, 
is as safe as any port if the country. 








San Jose Agents Picnic 


More than 60 attended the annual 
picnic of the San Jose, Cal., Insurance 
Agents Association, held at Saratoga, 
July 18. A ball game, horseshoe pitch- 
ing contest, and other sports featured 
the program. The ball game was be- 
tween company men and agents. The 
former won, 13 to 12. W. T. Rambo, 
well known East Bay agent, umpired 
the game. In the horseshoe pitching 
event, the “country boys” outclassed 
the “city men” and walked off with the 
laurels. 

Company men attending from San 
Francisco included Earl Everett of 
Century Indemnity, Manager C. A. 
Bonner of the Aetna Affiliated group, 
and the following members of Mr. Bon- 
ner’s staff: H. E. Sanford, F. J. Zinns, 
H. E. Klieforth and R. K. MacLeod. 





New Jersey News and Comment 


line with other neighboring locali- 
ties regarding the adoption of an im- 
proved system of automatic fire alarm. 
Its antiquated hoop method, which has 
proved so unsatisfactory in the past, 
is to be replaced by one of the most 
modern construction and effectiveness. 
This, added to its recently completed 
new water pressure equipment, will aid 
in reducing fire insurance rates. 
ca a * 
In the first issue of its monthly cir- 
cular, the “Regional Government,” 
published by the New Jersey Regional 


OP Ge van, PARK has fallen into 


Planning Commission of Newark, 
N. J., furnished some interesting in- 


formation relative to the proposed Re- 


gional Plan for New York and En- 
virons. 

Embraced in this area are nine 
northern counties of New Jersey, 


Staten Island, the eastern end of Long 
Island, eastern Connecticut and coun- 


ties of Westchester, Putnam, Rockland 
and Orange in New York State. 

All of this is considered as a single 
Metropolitan District with inseparable 
interests, where physical development 
should be co-ordinated to a general 
regional plan regardless of political 
divisions and boundaries. 

The Regional Plan for the New York 
Metropolitan territory was financed by 
the Russell Sage Foundation at a cost 
of more than a million dollars. 

* * * 

Senator Wolber, chairman of the 
Meadow Reclamation Committee, has 
announced that an effort will be made 
this year to secure agreement between 
the State Highway Commission, the 
railroads and other interests affected, 
for the early construction of new high- 
ways in the Hackensack Meadows re- 
gion, which are planned as the first 
steps toward the reclamation and util- 
ization of these waste meadow lands. 
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Simplification of Risk Occupancy Clause 


Urged by Writer 


In a recent issue of The Broadcaster, 
publication of the Ohio Farmers Insur- 
ance Company, LeRoy, simplification of 
the occupancy clause was suggested in 
an article which says: 

“The work and materials clause of 
the uniform forms of the Central States 
is frequently modified to such an extent 
that a home office daily report examiner 
is unable to discover what the occu- 
pancy of the risk is. Of course, some 
one has deliberately attempted to word 
the form so that it may cover almost 
any kind of business or special hazard. 

“For example, the work and ma- 
terials clause sometimes reads: 

Permision granted for such use of 
the premises as is usual and incidental 
in the business, as conducted herein, of 


insured, and to keep all articles and 
materials usual and incidental to said 


business in such quantities as _ exi- 
gencies of the business require. 
“Just why the clause should read 


that way on a policy covering an or- 
dinary dry goods store is not evident 
although there might be a motive if the 
insurance be on a stock of junk or a 
mattress factory. While it will take a 
little longer and cause an underwriting 
department additional work to find out 





BLUE GOOSE CONVENTION 


PLANS 


BALTIMORE, July 25.—Final plans for 
the convention of the Grand Nest of 
the Blue Goose, to be held September 
8, 9 and 10 in Milwaukee, were com- 
pleted this week by Henry L. Rose, 
Most Loyal Grand Gander. 

The most important business to come 
before the meeting is the proposed ad- 
mission of casualty men to member- 
ship in the organization and, accord- 
ing to Mr. Rose, the action undoubt- 
edly will be favorable. 

The program for the convention, as 
planned by Mr. Rose, follows: 

Tuesday, the first day, will be de- 
voted to the usual international golf 
tournament and to sightseeing and a 
theater party in the evening. Wednes- 
day until 5:30 will be devoted to busi- 
ness meetings, which will be held at the 
Schroeder, and at night a big dinner 
and a trip on the lake; during the day 
there will be entertainments for the 
ladies. All day Thursday will be given 
to business meetings, and in the eve- 
ning there will be held the Good 
Fellowship banquet at which no less 
than 1000 are expected. 

Mr. Rose has just completed a tour 
of 23,800 miles that included the whole 
of the United States, with the excep- 
tion of New England. 
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the occupancy, the underwriters will 
eventually know. 

“The companies have evolved a work 
and materials clause extremely wide in 
its latitude and comprehensive in its 
longitude and therefore have a right to 
expect some assistance from the agents 
in its use instead of stretching its pro- 
portions to the extent of removing all 
limitations and making of it an all in- 
clusive, non-restricting cover claiming 
any exigencies to be usual and expected. 

“If the business of the insured is re- 
tailing drugs it is no more necessary to 
mention the other ninety-nine depart- 
ments of the usual drug store than it is 
to go into detail regarding the various 
articles of clothing which compose 
milady’s ward-robe when insuring an 
apparel shop, which also might be as- 
sumed to include an alteration depart- 
ment with limited pressing and clean- 
ing operations. 

“If it is a barber shop, an automobile 
factory, a power house, a church, or a 
brewery, the agent should so state in 
plain words, having as much faith in 
the company he represents as it reposes 
in him when it places in his possession 





CHAPMAN MADE BOARD MEMBEK 


LOUISVILLE, Ky., July 28.— Th 
Louisville Board of Fire Underwrite1 
at a meeting today passed resolutio: 
making A. G. Chapman, of the A. G 
Chapman Insurance Agency, a mem- 
ber of the board, with full privileges 
and issued instructions that a membe1 
ship certificate be issued to Mr. Chap 
man, on a complimentary basis. This 
action was taken in recognition of Mr. 
Chapman’s having always been a board 
man, and his many years of member- 
ship in the board, of which he is a 
former president. 

His former membership in the board 
recently passed into possession of the 
bankruptcy court and was sold by the 
referee, thus leaving him without the 
necessary certificate to operate as a 
board agent, at a time when he is 
working diligently to stage a comeback. 





a supply of blanks which when filled 
out by him, bind the company to pay 
its full amount. 

“If agents would always state the 
occupancy of the risk in common, 
though general terms, they would earn 
the gratitude of the underwriting de- 
partment and still not betray the best 
interest of their clients to the unscrup- 
ulous interpretation of a _ heartless 
corporation.” 
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National Association Speakers Announced 


Wilfred Kurth, James A. Beha, Clarence T. Hubbard and Others 
to Feature Los Angeles Program 


A governor, an insurance commis- 
sioner, a president of a powerful fleet 
of fire insurance companies, a casualty 
and surety official, a bank officer, the 
general counsel of a big city board, a 
newspaperman, a_ production expert 
and an insurance laboratorian will 
combine to produce a remarkably com- 
prehensive and well-rounded program 
for the thirty-sixth annual meeting of 
the National Association of Insurance 
Agents at Los Angeles, Sept. 21-25. 

“Insurance Organizations and Their 
Public Service’ will be the general 
theme of the convention and addresses 
built around this idea will be given by 
the speakers described below. 

James Rolph, Jr., governor of Cali- 
fornia, will be something more than 
an official greeter at this convention for 
he happens to have spent a lifetime in 
the insurance business. The head of 
Rolph, Landis and Ellis, large Los 
Angeles general agency, he had the 
enthusiastic support of the California 
agents in his gubernatorial campaign. 
He recently signed the Agents Quali- 
fication bill passed by the legislature in 
that state. 

Charles D. Livingston, insurance 
commissioner of Michigan, is vice- 
president of the National Convention 
of Insurance Commissioners but by the 
time he appears on the platform at Los 
Angeles he will have been elected presi- 
dent of the National Convention which 
meets at Portland, Ore., shortly before. 
Like Governor Rolph, Commissioner 
Livingston is a man from the insurance 
ranks. He has been a special and gen- 
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eral agent and as a commissioner has 
been the leader in the acquisition cost 
movement. 

In President Wilfred Kurth of the 
Home, the National Association has 
secured one of the foremost insurance 
executives in the world to address its 
meeting. Mr. Kurth is a past presi- 
dent, and at present treasurer, of the 
National Board of Fire Underwriters 
and the companies which he heads 
wrote $76,639,997 in premiums in 1930. 

James A. Beha, general manager of 
the National Bureau of Casualty and 
Surety Underwriters and a dominant 
figure in the insurance world ever since 
his appearance in 1925 as_ superin- 
tendent of insurance of New York, will 
furnish the casualty angle. 

The banker on the program will be 
Orra E. Monnette, vice-chairman of the 
board of the Bank of America National 
Trust and Savings Association, an in- 
stitution which recently abolished its 
bank agencies. 

Other speakers are Ernest Palmer, 
manager of the Chicago Board of Fire 
Underwriters and a famous toast- 
master; Cyrus K. Drew, outspoken 
publisher of the Western Underwriter; 
Clarence T. Hubbard, assistant secre- 
tary of the Automobile of Hartford, an 
experienced speaker and an authority 
on fire insurance production, and H. O. 
Ufer, western superintendent of the 
Underwriters Laboratories whose ad- 
dress will be illustrated with motion 
pictures. 

The discussion periods will be built 
around the theme, “Developing Busi- 





Reading from left to right: Chas. D. 
Livingston, James A. Beha and 
Wilfred Kurth 
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NOTE TO BOAT OWNERS 


Power-boat explosions are tak- 
ing on a steadily increasing prom- 
inence as a feature of the sum- 
mer news. In the latest one a 
woman has been fatally burned, 
other passengers painfully in- 
jured and a valuable cruiser re- 
duced to a total loss. Last month 
a big houseboat was destroyed by 
fire at Port Washington; a fine, 
large cruiser exploded and burned 
in the Hudson off Ninety-sixth 
Street, and another big cruiser 
was blown in two at New Rochelle 
by a gasoline explosion. The month 
before saw the Sea Fox tragedy, 
in which eight lives were lost, 
apparently as the result of a gas- 
oline explosion; and yet these 
represent only the few cases 
which get into the newspapers 
because of the spectacular char- 
acter of the accident or the prom- 
inence of those involved. Sun- 
day’s disaster at Greenport is 
said to have been the third yacht 
explosion to take place this sea- 
son in that one harbor. 

All this does not mean that 
powered yachts are necessarily 
dangerous. It does mean that it 
is about time for owners of such 
craft to realize that gasoline 
fumes when mingled with air 
form a highly explosive com- 
pound, and that when into this 
situation there is introduced a 
lighted cigarette, a spark from an 
electric starter or flames from a 
backfire, something very unpleas- 
ant, if not tragic, is pretty sure 
to happen.—Editorial in the New 
York Herald Tribune. 








And note, also, to fire insurance 
agents. 











ness Out of Depression.” Arrange- 
ments are being made for group round 
table conferences, details of which will 
be announced at an early date. 
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OVER HALF A CENTURY OF INSURANCE SERVICE 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


The Business Paper of Insurance— 
Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK SERVICE 
FIFTY-NINTH ANNUAL ISSUE—1931-32 
IN PRESS 


This issue of the three volumes of The Insurance Year Book continues the valuable service in the 
form of Monthly Bulletins, which are issued regularly—one in conjunction with the Fire and Marine 
Volume and one in conjunction with the Casualty, Surety and Miscellaneous Volume. These Bulle- 
tins contain summaries of reports of Insurance Departments on companies, company changes, new 
companies projected and other information of value. Special Confidential Reports will also be 
rendered to subscribers by our Research Bureau of Insurance. The Insurance Year Book therefore 
presents 





















A COMPLETE REPORTING SERVICE 
Financial Statements—Monthly Bulletins—Special Confidential Reports 





SOME OF OUR FIRE, CASUALTY AND 
MISCELLANEOUS INSURANCE PUBLICATIONS 


Fire and Marine Publications Casualty and Miscellaneous Insurance Publications 












Agents’ and Inspectors’ Pocketbook of Fire Protection $2 50 Adjusters’ Manual for the Settlement of Accident and 

Agent's Key to Fire Insurance 3.50 Health Claims $6.00 
Appraisers and Adjusters Handbook 5.00 ~ pee 
Automobile Insurance 3.75 Automobile Insurance 3.75 
Building Construction as Applied to Fire Insurance Casualty Insurance Laws Taxes and Fees 25.00 
___ (Second Edition, 1931) _ 200 Causes of Disability 10.00 
hy my ee 6.50 r3 Claims Arising from Results of Personal Injuries 3.50 
Earthquake Hazards and Insurance 1.50 Daily Casualties—an accident leaflet -10 
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Pre tom) ha Mini He Insurance Companies in America 75 
Fire Insurance Laws, Taxes and Fees 25.00 Health and Accident Salesman 50 
Fire Insurance Policyholders Pocket Index .75 Health and Life Insurance Tables 10.00 
Fire Prevention and Protection 4.25 Insurability, Prognosis and Selection 10.00 
Fire Underwriting Profit and Loss Tables -10 Investigators’ and Adjusters Hand Book 3.50 
pe by hey Fn gy ae My os Manuai of Accident and Health Insurance 3.00 
Mutual Fire Secueanen Fallacies 3 10 Pocket Register of Accident Insurance +75 
Operation of 80% Average Clause .06 Practice of Workmen's Compensation Insurance 4.00 
Quick Pro Rata Premium Table 50 Principles of Surety Underwriting 4.50 
Rapid Calculator 3.00 Selection of Risks by the Casualty Solicitor -50 
Ready Reckoner for Earned and Unearned Premiums 7.50 Selling Accident and Health Insurance 1.00 
Semmann’s Fire Insurance Cancellation Tables 2.00 Social Insurance, by I. M. Rubinow 5.20 
Special Agents’ and Adjusters’ Handbook 2.00 Something is Always Happening—an accident leaflet .10 
— a Pe een ~“_ Successful Selling of Accident and Health Insurance 1.75 
Universal Manual of Fire Insurance Cancellation 3.00 Surety and Casualty Salesmanship , 4.00 
Weakness of Mutual Fire Insurance -10 Standard Accident Table, A 1.50 
Windstorm and Tornado Insurance 2.50 Underwriting and Investment Profits and Losses 10 
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Act to Unify Practices 
in Cook County 





Chicago Board of Underwriters 
Votes to Exclude Members 
Whose Fleets Violate Rules 


CuHIcaGo, July 28.—Active steps to 
bring uniformity into the field prac- 
tices in Cook County of groups of fire 
insurance companies were taken last 
week by the Chicago Board of Under- 
writers with the adoption of an im- 
portant new amendment to its con- 
stitution. 

The amendment provides that mem- 
bers of a company fleet must either be 
wholly in the board or wholly outside. 

It reads as follows: “No member 
shall represent a fire insurance com- 
pany which is writing business in Cook 
County and which is under the same 
management and/or contro! as another 
fire insurance company or companies 
writing business in Cook County unless 
all companies of the fleet or group 
confine their agency representation in 
Cook County solely to members of the 
Chicago Board of Underwriters and 
issue no policies upon property in Cook 
County except through such agencies.” 

An important recent pronouncement 
of the board’s executive committee as 
to observance of the board’s rules also 
was approved by the board when it 
approved the report of the executive 
committee. The committee resolution, 
which has gone to all companies and 
their executives, follows: 

-“The responsibility for observance of 
and adherence to the constitution, by- 
laws, regulations, rules, tariffs, and 
rates of the Chicago Board of Under- 
writers rests not only upon individual 
members of the board but also upon all 
affiliated companies and the executives 
thereof wherever located, and the pen- 
alties for infraction apply equally to 
members, affiliated companies and the 
executives thereof.” 

The board elected John F. Stafford 
of the Sun, L. H. Waidner, and 
William M. Murray, to the executive 
committee. Memorial resolutions were 
adopted for H. L. Wayne, and Law- 
rence J. Walsh, the latter having been 
an employee of the board for forty 
years prior to his retirement on pen- 
sion in 1923. He was one of the sur- 
viving firemen who participated in the 
fight on the great Chicago fire in 1871. 


BALTIMORE, July 25—At a meeting 
of the board of directors of the Fi- 
delity & Guaranty Fire Corp. on July 
24, J. Edward Hooper, vice-president 
and general manager of Wm. E. 
Hooper & Sons Co. of this city, was 
elected an additional member. 
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LARGE CLAIM SETTLED 


A Federal Court insurance suit, in 
which the American Foundry Co. of 
Indianapolis was granted judgment oi 
$235,000 from five insurance com- 
panies, has been settled out of court. 
Counsel for both sides agreed to a 
motion for a new tria! and the court 
granted it. The case, thus reopened, 
was settled immediately. Counsel for 
the insurance firms did not announce 
the amount of the settlement. Defen- 
dant companies were United States 
Fire Insurance Co. of New York, Ag- 
ricultural Insurance Co., Watertown, 
N. Y.; Allemania Fire Insurance Co., 
Pittsburgh; American Insurance Co., 
Newark and the National Liberty. 
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HOMESTEAD FIRE DIVIDEND 


BALTIMORE, July 25—Directors of 
the Homestead Fire Insurance Co. of 
Baltimore this week declared a semi- 
annual dividend of 65 cents per share 
on the capital stock ($10 par), payable 
July 25 to holders of record July 22. 

This is the same declaration as the 
one made in January, making a total 
disbursement for the year of 13 per 
cent, or 3 per cent more than paid 
during the same periods of 1929 and 
1930. 

The company is an affiliate of the 
Home Insurance Co. of New York. As 
of July 1 its balance sheet showed paid- 
in capital of $500,000 and total assets 
of $1,808,770.25. 
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Paris. France 


Confidence 


Today as always it is essential in business. 


It is also essential to be confident that reinsur- 


ance ceded is in sound companies. 


This company operates on a sound and con- 


servative basis in underwriting its business as 


well as in investing its assets. 


Fire Reinsurance only 





FESTER, FOTHERGIEL « HARTUNG 


United States Managers 
110 William St. New York City 
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, by all means send for— 


Seeing America with Aitna” 
A new 48-page Book of Motor Tours 


—the most unique touring and recreational 
guide ever offered to motorists! 22 tours— 
each illustrated with a large 2-color map 
—each easily adaptable to the limits of your 
vacation and pocketbook, 


But whether it’s the “Down East Tour”, 
the “Great Smokies Tour’, the “Yellow. 


stone Tour’ ichever of these 22 inter- 
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every state is like a “foreign 
its own laws—laws to which we 
subject the moment we cross the state line: 
No less than 12 states and 2 provinces 
in Canada may now, under certain condi- 
tions, take away your right to drive unless 


ALTNA-IZE 


The Atna Casualty & Surety Company, The Atna Life Insurance Company, The Auto- 
mobile Insurance Company, The Standard Fire Insurance Company of Hartford, Conn., 





write practically every form of Insurance and Fidelity and Surety Bonds. 





See the Atna-izer in your community. 
He is a man worth knowing. The Aitna 
is the first multiple-line insurance organ- 
ization in America to pay to its policy- 
holders one 
billion dollars. 





Mail this 
Today! 








The Atona Casualty & Surety Company, Hartford, Conn. 


O Send me copy of your Tour Book, 
“Seeing America with Atna.” 


© I am interested in an Atna connection 


Name 


Address 
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Van Schaick Rules for 
Taxicab Insurers 


N. Y. Insurance Superintendent 
Reviews Problems and Defines 
Policy of Department 


In addressing taxicab insurance ex- 
ecutives last week, George S. Van 
Schaick, superintendent of insurance of 
the State of New York, enunciated a 
number of rules which he stated would 
be applied in giving certificates of 
solvency and responsibility as follows: 

(1) The dissemination of untrue in- 
formation derogatory to an insurance 
carrier’s own financial condition 
whether by rumor, innuendo or state- 
ment, direct or indirect, is a fraudulent 
practice. The participation therein by 
officers, directors, or employees is re- 
garded by the Department as miscon- 
duct. Any company indulging in such 
a practice or countenancing it will be 
deemed by the Department to be con- 
ducting a business that is hazardous to 
its policyholders and to the public. 

(2) It is deemed by the Department 
to be financially unsafe for companies 
writing this class of business to sustain 
an acquisition cost greater than 5 per 
cent of the premium charges. In de- 
termining the adequacy of rates this 
will be taken as a basic charge. Any 
deviation from such acquisition cost 
will be considered by the Department 
as a rate violation having a tendency 
to impair its financial structure. Com- 
panies are given until September 1, 
1931, to bring their practices in line 
with this ruling. Any legal commit- 
ment for the calendar year 1931 which 
is not in accord herewith may be pre- 
sented by the company to this Depart- 
ment for consideration. 

(3) No company or its representa- 
tives shall directly or indirectly finance 
the purchase of taxicabs, supplies, 
equipment, license plates, medallions, 
Storage, or perform services in connec- 
tion with the incorporation of taxicab 
operators, or indulge in any other form 

bate. 

He added that other rules will be pro- 
mulvated from time to time as public 
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LLOYDS CASUALTY AND FRANK- 
LIN SURETY MERGER COM- 
PLETED 


The Franklin Surety Company of 
New York and the Lloyds Casualty 
Company of New York have completed 
the merger under which the entire or- 
ganization of the former company is 
absorbed by the Lloyds Casualty. Meet- 
ings of the stockholders of both com- 
panies were held on Tuesday to take 
the necessary legal action. Under the 
terms of the merger the business of the 
Franklin Surety will be renewed in the 
Lloyds Casualty and all claims under 
the Franklin Surety contracts and all 
endorsements thereon will be handled 
at the Lloyds Casualty offices. Formal 
papers in the merger will be filed with 
the State Insurance Department 
shortly. 











protection demands and the law per- 
mits. 

The insurance of taxicabs and all 
public conveyance, and of all public 
conveyances used in the transportation 
of passengers for hire, the superintend- 
ent said, was made compulsory by the 
highway law in 1922 which was one of 
the first motor vehicle compulsory acts 
in the United States. He explained 
that the purpose of his meeting with 
the taxicab insurance executives was to 
review the problems and to define the 
policy of the Department. Among the 
problems he cited was the fact that 
failure of companies specializing in this 
line of the insurance business has been 
out of proportion to the failure of 
other types of insurance carriers, and 
he asserted that their financial struc- 
ture, and in another way the public, 
which the compulsory law was sup- 
posed to protect, is made to suffer grave 
injustice. The loss-adjustment prac- 
tices of some companies in this field, he 
said, are highly unsatisfactory. Ab- 
normal cost in the acquisition of busi- 
ness inevitably means shaving of set- 
tlements, he asserted, and cited one 
particularly fraudulent practice as 
that of suggesting the pending in- 
solvency of the insurance carrier in 
order to settle a claim at a reduced 
amount. 


Bail Bond Underwrit- 
ing Pool Proposed 


Chicago Surety Men Told They 
Are Missing Chance for 
Large Profit 


CHICAGO, ILL., July 28.—A proposal 
for the organization of a bail bond un- 
derwriting pool in Chicago to handle 
bonds on persons arrested for mis- 
demeanor offenses, but not felonies, will 
be submitted to the surety companies 
in the near future by the executive 
committee of the Surety Underwriters 
Association of Chicago. The proposal 
was made on Tuesday by C. E. Dewitt, 
assistant state attorney, at a special 
meeting of the surety men. 

The pool is being proposed as a re- 
sult of the recent stringent bail bond 
laws adopted for Illinois which will 
drive many of the professional indi- 
vidual bondsmen out of business. Mr. 
Dewitt declared that the surety com- 
panies are missing a chance to make a 
large profit on the misdemeanor bond 
business. Pointing to the fact that 
there were more than 300,000 arrests 
for such offenses in 193 and that the 
companies could expect to write bonds 
on at least one-third of this number, 
he estimated the probable premiym in- 
come at $1,000,000 annually. Mr. 
Dewitt also declared that the surety 
companies would thus be doing a dis- 
tinct service to the city because they 
would eliminate the present bail bond 
evils from the municipal courts. The 
proposal was referred to the executive 
committee. 


MOVES TO INDIANAPOLIS 


INDIANAPOLIS, IND., July 28.—The 
Physicians Protective Casualty Co. has 
completed the removal of its executive 
offices from Chicago, to be combined 
with the company’s home office in In- 
dianapolis, according to C. X. C. Renow, 
secretary-treasurer of the company. 
He said the move was made neces- 
sary by a large increase in the com- 
pany’s business. The company was or- 
ganized in 1930 with A. A. Cooper as 
president and M. M. Lee vice-president. 
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THE Ml acic 
CITY 


Founded in 1871, Birmingham is the largest 


city of its age in the world. No mushroom 





growth this, but the steady progressive devel- 
opment that has earned for it the name of “The 
Magic City”. 


Its history began with the discovery of nature’s 
rare gift of natural resources hidden in the hills 
surrounding the city. Here, as in no other spot 
in the world, are found the three essentials for 
making steel: iron ore, coal and limestone. Because of 
this rich: endowment, Birmingham is today one of the 
three steel centers in the United States, and leads the 


world in the production of Cast Iron Pipe. 


Lying between two mountain ranges, Birmingham is a 
teeming hive of industrial activity. The night is aglow 
with the reflection from the blast furnaces and the day 
vibrates to the hum of busy factories, both engaged in 


fabricating the masses of mineral wealth into gold. 







Courtesy Walter Rosser 





Birmingham is a city rich in opportunity 
and in actual and potential wealth, but it 
is essentially a city of beautiful homes. 


It has been said that Birmingham has so completely de- 
veloped its natural resources that it could lock the gates 
of the city and enjoy every necessity and most luxuries 


without communicating with the outside world. 


Consistent with its policy of development and expansion 
the Union Indemnity Company, a division of Insurance 
Securities Company, Inc., has maintained for many years 
a Service Branch in this Magic City. Here, as in every 
office of Union Indemnity Company we offer our full 
cooperation and facilities toward solving the insurance 
problems of this energetic population of 260,000. 


Union Invemniry CGC omprny 


A DIVISION OF INSURANC 





EXECUTIVE OFFICES: UNION INDEMNITY BUILDING, NEW ORLEANS 


CE SECURITIES COMPANY, IN 


Detroit Life Insurance Company 
La Salle Fire Insurance Company 
Union Title Guarantee Company, Inc. 


100 MAIDEN LANE, NEW YORK 
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Personal Responsibility and 
Auto Accidents 





E. N. Smith of A.A.A. Makes 
Appeal on Travelers Broadcast- 
ing Station at Hartford 

Ernest N. Smith, executive vice-pres- 
ident of the American Automobile Asso- 
ciation, in a radio address broadcast 
over Station WTIC of the Travelers In- 
surance Company, Hartford, last week, 
made an appeal to the country to cease 
thinking of the automobile as the cause 
of the mounting toll of highway fatali- 
ties and accidents and to think in terms 
of personal responsibility for its safe 
operation. 

He said that it is high time that 
there be sounded through the breadth 
and length of this land a clarion call 
to action. He said that we must cease 
thinking of the automobile as_ the 
causative force behind the wastage and 
realize once for all that the intelligence 
that brought it into being is respon- 
sible and that this intelligence can be 
so controlled and directed as to bring 
about the use of the motor vehicle with 
safety. 

Organized and systematic education, 
he asserted, can do a great deal to in- 
culcate a sense of responsibility. But 
education must be buttressed by uni- 
versal laws that will force responsibil- 
ity on that element, namely, the reck- 
less minority that is not amenable to 
education. 


Such laws have been developed. They 
are based on the sound theory that the 
use of the street and highway is not 
an inherent birthright, but a privilege, 
abuse of which will lead to its speedy 
revocation. With reference to proper 
maintenance of the car, Mr. Smith 
said that while the behavior of the 
driver is a matter of overwhelming im- 
portance, the condition of the automo- 
bile deserves attention. On the whole, 
said, our car manufacturers have 
made notable progress in putting safe- 
ty into the automobile, but the auto- 
mobile is not yet foolproof and is not 
yet proof against deterioration. Seven 
States, he pointed out, have to date 
adopted legislation requiring periodic 
inspection of car equipment, such as 
brakes, headlights, steering gear and 
so on. This, he said, is a step in the 
ight direction, provided the inspection 

conducted under State auspices. 

Citing the need for attention to the 
hysical condition of the roadway he 
iid that the third factor underlying 
ifety was the condition of the road- 
ay. Our roadways, he said, were 

ver intended to carry the load they 

e carrying today. And the cities, as 
‘ar as streets are concerned, must 

practically remade, as a physical 


he 
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REVERSES PREVIOUS STAND 

INDIANAPODLIS, July 28—In order to 
compel buses in_ interstate traffic 
through Indiana to carry adequate lia- 
bility and property damage insurance, 
the Indiana public service commission 
has found it necessary to reverse a 
stand previously taken with regard to 
the issuance of certificates of public 
convenience and necessity. It became 
the rule of the commission some time 
ago that it would issue no more cer- 
tificates of this nature, merely allow- 
ing the buses to proceed through the 
State on a permit by the commissioner. 

This permit, however, would not 
give the commission authority to en- 
force the strict Indiana laws pertaining 
to insurance on public carriers. Here- 
after the commission will require inter- 
state lines to secure certificates of con- 
venience and necessity, which will give 
the commission power to enforce ade- 
quate insurance coverage. 





MERGER PENDING 
PHILADELPHIA, July 28—J. 
Shale, vice-president and general man- 
ager of the Commonwealth Casualty 
Co., has issued the following statement 
to clarify the situation regarding his 
company: 


Horace 


“There has been a great deai of con- 
fusion in the minds of our agents and 
the insurance fraternity in general as 
a result of the recent statement con- 
cerning the Independence Indemnity 
Co. 

“While a merger between the two 
companies is pending, it will not be 
final until it is approved by the stock- 
holders of both companies and then 
receives the official sanction of the In- 
surance Commissioner of Pennsylvania. 

“The Commonwealth Casualty Co. is 
operating now exactly as it has in the 
past. It will continue to do so until 
the merger is completed.” 
contribution to the cause of safety. The 
expense will be tremendous, he ad- 
mitted, but asserted that future econo- 
mies in transport and above all the un- 
derlying humanitarian aim will more 
than compensate. 

In discussing laws for the use of the 
roadway, Mr. Smith appealed for uni- 
versal acceptance of the Uniform 
Motor Vehicle Code and the Model 
Municipal Traffic Ordinance, developed 
by the National Conference on Street 
and Highway Safety, and declared that 
adoption of these unform laws would 
undoubtedly make for safer and easier 
driving. 





COMPENSATION BENEFITS 
DOUBLED 

The Pennsylvania Workmen’s Com- 
pensation Law was amended as of July 
1 to provide double coverage for in- 
juries to minors under eighteen years 
of age, injured while employed illegally, 
and for deaths resulting from such in- 
juries. Compensation policies do not 
cover, and they may not be endorsed to 
cover the extra benefits, and the em- 
ployer cannot obtain insurance for the 
extra benefits. 

Provision is made in this new section 
of the law that where death or the na- 
ture of the injury renders the amount 
of future payments certain, the total 
amount of the additional compensation, 
subject to discount as in the case of 
commutation, shall be immediately due 
and payable. It shall be deposited, sub- 
ject to the approval of the board, in any 
savings bank, trust company or life in- 
surance company in good standing and 
authorized to do business within the 
State. Where the amount of the future 
payments for compensation is uncer- 
tain, the board shall, upon the approval 
of the claim or the entry of an award, 
determine as nearly as may be the total 
amount of payments to be made and the 
additional compensation so calculated 
shall immediately, upon such termina- 
tion, become due and payable by the 
employer. 





DIRECTORS OF CONSOLIDATED 
INDEMNITY Co. 


At a recent meeting of the board of 
directors of Consolidated Indemnity & 
Insurance Co., New York, Charles S. 
Morris and John E. Leddy were elected 
members of the board. 

Mr. Morris is president of the Met- 
ropolitan Fireproof Warehouse. He 
was born in Philadelphia and has re- 
sided for more than thirty-five years 
in New York City. He has for many 
years been chairman of the insurance 
committee of the New York Furniture 
Warehousemen’s Association and has 
served also as chairman of the insur- 
ance committee of the National Fur- 
niture Warehousemen’s Association. 
Mr. Leddy is a member of the bar of 
New York State and is associated in 
the practice of the law with I. Maurice 
Wormseser, professor of law at Fordham 
University and editor of the “New 
York Law Journal.” 





W. B. MANN RESIGNS 


William B. Mann, executive vice- 
president of the Central West Casualty 
Company, has resigned to be effective 
at the end of September. Mr. Mann is 
a native New Yorker and has been 
active in the insurance business in the 
metropolis for many years. 


Casualty, Surety, Ete. 
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Hearing onWork men’s 
Compensation Rates 





New York State Insurance Con- 
siders Formula and Data Sub- 


mitted by C. I. R. B. 


As THE SPECTATOR goes to press a 
hearing is being held on the subject of 
the proposed increase in workmen’s 
compensation insurance rates on risks 
in New York State at the New York 
office of the State Insurance Depart- 
ment. The formula and data submitted 
to the governing committee of the Com- 
pensation Insurance Rating Board, jus- 
tifying the proposed increase in rates 
it intends to put into effect Sept. 1, will 
be considered. As was stated in THE 
SPECTATOR of last week the rates are 
being adjusted to a higher level and 
companies have been notified not to 
issue any policies of this form of in- 
surance effective on or after Sept. 1 
until further notice. The compensation 
underwriters expect that a decision on 
the plans submitted to the insurance 
department will be given by the end of 
July so that the new rates can be made 
effective the first of September. 

Definite information as to the ex- 
tent of the proposed increase is lacking. 
Sometime ago Clarence Hobbs, specia! 
counsel for the National Convention of 
Insurance issued a 
memorandum to that body in which he 
expressed the opinion that the work- 
men’s compensation rates should be in- 
creased to a nation wide average of 13 
per cent. In his memorandum Mr. 
Hobbs urged that the State adopt a 
strong rate regulatory law and then 
rigorously enforce it. He stated that a 
central organization which would stamp 
and inspect policies as well as carry 
on other regulatory functions would as- 


Commissioners, 


sist in the enforcement of correct prac- 
tices. He said that reduced payrolls, in- 
creased loss ratios and the protracted 
depression in economic affairs indicate 
that recovery will not be immediate but 
gradual. An increase in rates becomes 
a protective measure. 

It is the opinion of those who are 
most in touch with the workmen’s com- 
pensation insurance conditions in New 
York State that the increase in this 
State rates will be in the neighborhood 
of 15 per cent above the present level. 
NEW BROOKLYN SERVICE OFFICE 

\ new Brooklyn service office of the 
Standard Accident Insurance Com- 
pany’s metropolitan bonding depart- 
ment has been established at 16 Court 
street, Brooklyn. Philip J. Fager, who 
has had long experience in all classes 
of bonding business, will be the branch 
manager. 
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F. M. CHANDLER RESIGNS FROM 
EMPLOYERS LIABILITY 

CHICAGO, ILL., July 28.—Frank M. 
Chandler, who for the past three and 
one-half years has been assistant resi- 
dent manager in Chicago for the Em- 
ployers Liability and associated com- 
panies, has resigned and will announce 
his new connection within a few days. 
Temporarily, he will have headquarters 
with H. M. Hanson & Co. here. 

Mr. Chandler has been active in the 
casualty business for twenty years, 
starting with the Travelers at Albany 
and coming to Indianapolis as manager. 
In 1927 he became associated with the 
New York Indemnity in Chicago as 
vice-president and then went to the 
Employers in Chicago. He is the rec- 
ognized originator of the Insurance Day 
movement in this country which was 
inaugurated in Indiana and is chair- 
man of the insurance day committee of 
the Insurance Federation of Illinois. 


DEPOSITORY BOND RATES 


The schedule of the Towner Rating 
Bureau as regards bank depository 
bonds has been adjusted by extending 
upward the capital limitations of banks 
in certain rated classes. This will mean 
that many of the banks that, because 
of their capital, have been in a high 
class will now be included in a lower 
class and will be charged a somewhat 
higher rate for depository bonds. The 
large banks will not be affected by the 
change. 


FAVORABLE ACTION EXPECTED 

The proposal to admit casualty in- 
surance men to membership in the 
Honorable Order of the Blue Goose will 
ganization to be held at Milwaukee, 
Sept. 8-10. Henry L. Rose, most loyal 
grand gander, who has recently re- 
turned to Baltimore from a trip during 
which he visited forty of the forty-five 
ponds of the Blue Goose, says that he 
believes the grand nest will act favor- 
ably upon the proposal. 


DEATH OF K. K. MOORE 


BALTIMORE, July 28—Kenneth K. 
Moore, treasurer of Henry L. Rose & 
Co., Inc., insurance adjusters, died last 
week after a brief illness. He had been 
associated with Henry L. Rose & Co. 
since March, 1927, and when the firm 
was incorporated in 1929 was made 
treasurer in charge of the casualty de- 
partment. Previous to this he was 
connected with the casualty depart- 
ment of the United States Fidelity & 
Guaranty Company. 





SUPERINTENDENT HANSON 
PRAISES INSURANCE 
Speaking before the Women’s Bene- 
fit Association, with headquarters in 
Port Huron, Mich., at its annual three- 
day convention at the Palmer House, 
Chicago. Henry W. Hanson, superin- 
tendent of insurance of Illinois, in ref- 
erence to insurance, said that the day 
has long since passed when an insur- 
ance is just “another agent,” for in 
the modern scheme of economics he is 
an important factor in our community 
life, and whether he realizes it or not, 
he is rendering a service to humanity 
which is within the province of but a 

limited few. 

He asserted that the representative 
of fraternal beneficiary societies who 
bring the benefits of the institution of 
insurance to the people for whom it was 
created, must of necessity be himself 
a model of honesty and integrity, a 
representative of human upbuilding, a 
faithful employee of the organization 
which he represents. 


OLD TRAILS INS. CO. MERGED 
WITH FEDERAL SURETY 

INDIANAPOLIS, IND., July 28.—The 
Old Trails Insurance Co., Indianapolis, 
doing a general automobile business, 
has been merged with the Federal 
Surety Co. of Davenport. The Liberty 
Insurance Co. of Dayton, Ohio, also has 
been reinsured by the Iowa firm, form- 
ing a company with total assets of 
about $4,000,000 and a surplus to pol- 
icyholders of more than $1,000,000 and 
$6,000,000 in capital stock. 

Officials of the Old Trails have an- 
nounced that this company will con- 
tinue to operate in Indiana, however, 
as the Old Trails division of the Fed- 
eral Surety Co. B. W. Baley, secretary 
and general manager, will continue to 
have charge of the Indianapolis offices 
with the title of vice-president and 
comptroller and assistant to the presi- 
dent. 


GENERAL AGENTS FOR HAMPDEN 
CO., MASS. 


The National Surety Company an- 
nounces the appointment of Gold- 
thwaite, Preston & Olmstead, Inc., 
Springfield, Mass., as general agents 
for Hampden County, Mass. This 
agency is one of the oldest established 
in New England, having been in busi 
ness since 1866. 

Craig B. Hazelwood, vice-president 
of the First National Bank of Chicag 
has been elected a member of the Chi 
cago Advisory Board of the Nationa! 
Surety Company. Mr. Hazelwood is : 
former president of the America 
Bankers Association. 
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Insurance as a Stabilizer in Germany 


(Concluded from page 6) 


Manufacturers and miners, distribu- 
tors and retailers were hard pressed 
by the crisis which, almost without in- 
terruption, has continued since Ger- 


many lost the war and since the sub- 


sequent inflation period impoverished 
Germany to an even greater extent. 

Private enterprises suffered most 
from the inflation period which saw the 
German mark crashing down to the 
depths where one dollar was worth 
4,200,000,000 marks. Industry was 
without financial resources, trade and 
commerce faced a tremendous shortage 
of credits and people in general lost 
their all, savings and holdings, during 
these years of inflation. In other 
words, the whole of Germany had to 
start all over again. But how? There 
was only one way, to obtain credits 
from abroad and especially from the 
United States. Something like 3 billion 
dollars poured into Germany and most 
of it was lent to the German govern- 
ment. 

The government, then, was the main 
source for obtaining credits, and today 
we find the government as active finan- 
cier in public utilities, in the foodstuff 
industry, in transportation and agri- 
culture, in the building and the mining 
industries. This, of course, cannot go 
on for any length of time. Foreign 
credits have to be paid back, the an- 
nual interest on such loans alone 
amounts to more than 250,000,000 dol- 
German recovery, then, is de- 
pendent upon the success of large 
branches such as banks and 
insurance companies to create domestic 


lars. 
savings 


capital. 

It is at this point where the impor- 
tance of the social insurance branch as 
a stabilizer in a chaotic situation comes 
in. Social insurance in Germany is 
obligatory, therefore life, disability, old 
age, employment insurance, 
aside from many other branches, 
counts many thousands of members. 
They all contribute to the accumulation 
of very considerable resources and 
vhile it is true that the great majority 
f the German people make a very 
meagre salary (90 per cent earning 

monthly average of but 200 marks 
vhich, again in purchasing power, 

ould be the equivalent of $100 in the 
United States), the fact stands that 

illions of pennies make thousands of 

llars. In other words, the social in- 

irance enterprises in Germany have 
during the years since the war and 
inflation accumulated not millions but 
billions of marks. 

In spite of the deficit mentioned 
above, these resources must be invested 


sickness, 
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And they are invested in 
those branches and industries where 
help is most bitterly needed. Largely 
with the funds of the insurance com- 
panies, thousands of homes have gone 
up, thus killing the proverbial brace of 
birds with a single stone by first meet- 
ing the critical housing shortage and, 
second, giving work to a fraction of 
the millions of unemployed. 

Whereas in the United States, life 
and other insurance is privately owned 
and managed, in Germany, as said be- 
fore, it is the law that stands behind 
the insurance companies. True enough, 
there are some private “entrepreneurs” 
but they cannot disprove the fact that 
the word of the law has made (and 
might break) the success of social in- 
surance in Germany. 

At this point it might be well to add 
that the government plays a very im- 
portant part in the whole scheme of 
German social insurance. Since the 
law backs and assures the development 
of these insurance branches, the gov- 
ernment, naturally, takes the place of 
a “trustee” for the letter of the law. 
The government offices which were in- 
stituted to operate and supervise the 
workings of social insurance, are not 
supposed to make any profit whatso- 
ever; they rather work for the sole 
purpose of increasing the welfare of 
the people. In disability and old age 
insurance branches the local and fed- 
eral authorities dispose of some 300 
offices. 

In sickness insurance, again, local 
associations were formed by both, em- 
ployers and employees. They are man- 
aged by a committee one-third of which 
consists of the employers’ and _ two- 
thirds of the employees’ representa- 
tives. Still, the voting power of the 
former in meetings as well as in com- 
mittees is only one-half that of the 
latter. 

It is easy to see that this is dis- 
tinctly and truly “social” insurance; it 
somewhat neglects the employer’s in- 
terests and rigidly enforces care for 
and attention to the working class. It 
is, therefore, not surprising to learn 
that the German social insurance law 
is largely the outcome of efforts initi- 
ated by the quite powerful Socialist 
Party in Germany. Social insurance 
surely takes care of many ills which 
beset the working class but it might 
get a bit too far. In view of the wide- 
spread economic and social distress 
taxation is swallowing the profits of 
manufacturers and other employers. It 
is the latter who have to pay most of 
the insurance premiums out of which 
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benefits to sick, disabled, old or un- 
employed people are paid. ‘To counter- 
act such excessive taxation prices are 
raised, sales fall off—with the net re- 
sult that workers are either discharged 
or working hours cut—which, in turn, 
adds to unemployment and to the bur- 
den carried already by the manufac- 
turer. So the latter have proposed to 
the government that either taxes are 
somewhat reduced or that they be 
allowed to make radical changes re- 
garding their working schedule, with- 
out consideration of the working class’ 
interests. It is safe to assume that 
neither request will be granted, that 
industry will be called upon to shoulder 
even a heavier burden in the future 
and—that the present confusion will, if 
not increase, but surely continue. 

The Socialists are also largely re- 
sponsible for the unemployment insur- 
ance law introduced only a few years 
ago. Each person having been em- 
ployed for at least 26 weeks within one 
year is entitled to unemployment sup- 
port. And there are about 5,000,000 
unemployed in Germany. Support is 
granted for a maximum of 26 weeks 
and is divided into main contribution 
and extras for family members. The 
law stipulates that the main source of 
income should be represented by em- 
ployers’ and employees’ premiums. In 
practice, it works differently: the em- 
ployers stagger already under a ter- 
rific tax-burden and cannot be counted 
upon for any very extensive support; 
while a large minority of the em- 
ployees is out of work and, naturally, 
cannot contribute at all. The problem 
is once more thrown back into the gov- 
ernment’s lap; in other words, federal 
loans form the bulk of unemployment 
insurance income or rather of available 
funds. Private initiative has nothing 
to do with the unemployment insurance 
scheme, and the government has fared 
badly with it. It is simply a political 
measure, but neither politics nor the 
government has suffered or is suffer- 
ing as much from it as private indus- 
try, trade, commerce and finance. 

In conclusion it may be said that the 
German social insurance branch is in 
the doldrums. But no matter how this 
is viewed and considering the financial 
angle involved, one cannot get away 
from the truth that the social insur- 
ance system has definitely contributed 
to whatever reconstruction there is 
going on in Germany. Insurance com- 
panies are the trustees of public sav- 
ings, they accumulate domestic capital 
without which it will not be possible 
for the country to get away from for- 
eign dependence, and they invest this 
wealth in enterprises which slowly but 
steadily enable depressed branches to 
regain their feet and give the people 
work besides. 


Miscellaneous Insurance 





Prominent Agents and 
Brokers 




















Leon Irwin & Co. 
NEW ORLEANS, LA. 


Insarance Since 1895 


Brokerage Lines Solicited 




















Actuarial 











EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Aadits Calealations Consultants 
Examinations Valuations 
25 CHURCH STREET NEW YORK 


Established 1865 by David Parks Fackler | 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


5600—Sth Ave.—at 42nd Street 
NEW YORK 


ERSTON L. MARSHALL 


ALEXANDER C. GOOD 


GEORGE B. BUCK Consulting Actuary 
ACTUARY eal ge 
a ye f Bey 4 |_and 800 Sevurities Bide. Kansas City, Me. | 
———Se 


150 NASSAU ST. NEW YORK 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 


JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA a 


FRANK M. SPEAKMAN 


Consulting Actuary 


Associates 
4 E. Swartz, C. P. A. 
L. Clayton 
5 P. Higgins 


THE BOURSE 








PHILADELPHIA 


ee 








CONSULTING ACTUARY 
301 Iowa Building 


DES MOINES, IOWA 
——————————————— Inspections 














_—— 








WOODWARD, FONDILLER and RYAN 
Consultants 


Actuarial, Accounting and 
Management Problems 


90 John St. 














New York 


J. H. O’ROURKE, Jr. 
UNDER COVER AND STRAIGH1 


T. J. MCCOMB 
CONSULTING ACTUARY CLAIM INVESTIGATIONS 
PHONES: 


Oklahoma City, Okla. Loaeasr D 1674 GERMANTOWN s10¢ 


Colcord Bldg. 
olcor & EXEL BLDG. PHILADELPHIA, PA 








—_— 
~— 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


























JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Reom 101 Memorial Bidg., Nashville, Tenn. 


























J. Charles Seitz, F. A. I. A. 


Consulting Actuary 
Author “A System and Accounting for a Life 
Insurance Company’ 
Attention to 
Legal Reserve, Fraternal and Assessment 
Business— Pensions. 
228 North La Salle Street, Chicago, Illinois 
Phone Franklin 6559 

















ne 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kaneas City 


book 


EXAMINERS will find it a great 
help 


UNDERWRITERS can’t afford to 
be without it 


2nd Edition 


BUILDING CONSTRUCTION 


As Applied to Fire Insurance 


and Inspecting for 
Fire Insurance Purposes 
by 
C. C. Dominge and W. O. Lincoln 


Authors of Fire Insurance Inspection 
and Underwriting 








Price per copy $2 


THE SPECTATOR COMPANY 
243 W. 39th ST.. NEW YORK 








FP irerRooF 























THE SPECTATOR 
July 30, 193: 





